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PEEFACE 


The  study  of  Costs,  Merchandising 
Practices,  Advertising  and  Sales  in 
the  Retail  Distribution  of  Clothing, 
of  which  this  volume  on  Sales  and 
Sales'  Ratios  in  Retail  Clothing 
Stores,  1919,  1918,  and  1914,  consti- 
tutes a  part,  is  tangible  evidence  of  a 
type  of  co-operative  effort  which  may- 
indicate  much  for  American  business 
if  it  is  generally  adopted.  This  study- 
was  made  possible  because  those  who 
were  financially  responsible  for  it 
believed  that  a  scientific  study  of  the 
retail  clothing  trade  would  be  of  great 
value  to  all  concerned,  and  because 
the  National  Association  of  Retail 
Clothiers  and  the  Bureau  of  Business 
Research,  acting  together,  were  able 
to  overcome  the  prejudice  of  retail 
clothiers  against  divulging  the  facts 
of  their  business,  and  to  demonstrate 
that  the  information  given  by  mer- 
chants would,  when  combined  and 
thoroughly  analyzed,  reveal  and  fix 
standards  by  which  they  could  be 
guided  in  their  business  methods  and 
policies. 

To  overcome  this  prejudice  was  not 
an  easy  thing.  The  facts  secured  are 
neither  so  inclusive  for  the  trade,  nor 
so  comprehensive  for  the  country  as 
a  whole,  as  they  might  have  been,  had 
all  of  the  members  of  the  National 


Association  of  Retail  Clothiers  been 
willing  to  pool  their  business  informa- 
tion in  this  undertaking.  In  spite  of 
the  fact  that  only  about  10  per  cent, 
of  the  membership  of  the  Associa- 
tion furnished  the  facts  requ.ested,  it 
is  felt  that  sufficient  data  have  been 
secured,  on  the  major  business  ac- 
tivities of  retail  clothiers,  to  estab- 
lish beyond  doubt  standards  of  per^ 
formance  far  more  definite  and  con- 
clusive than  have  ever  before  been 
known  concerning  this  or  possibly 
any  other  department  of  retail  trade. 
Whether  this  claim  is  warranted, 
must  be  left  for  others  to  determine 
from  a  study  of  the  facts  here  dis- 
closed. 

In  undertaking  this  study,  it  was 
felt  that  business  and  industry  need 
facts;  that  business  will  not  run  on 
but  doKM  on  the  momentum  of 
customary  action.  A  business  synthe- 
sis is  sadly  needed  not  alone  of  the 
activities  of  individual  establish- 
ments, but  of  industries  as  well.  Such 
a  synthesis  lies  within  the  power  of 
each  organization  the  moment  it  is 
seriously  wanted,  and  as  soon  as  a 
spirit  of  co-operation  and  mutual 
help,  rather  than  one  of  fear  and  nar- 
row isolation  is  adopted.  What  is 
needed    among    competitors    is    the 


recognition  of  a  common  purpose  and 
the  value  of  co-operative  effort.  More 
analysis  of  business  problems  and 
equal  sharing  in  the  results  are  re- 
quired if  rule-of -thumb  methods  are 
to  be  displaced.  The  old  dogma  *  *  the 
gain  of  one  is  the  loss  of  another'' 
must  be  abandoned.  The  fear  by 
which  the  individual  merchant  was 
hounded  at  the  time  this  study  was 
begun,  is,  it  is  hoped,  dispelled  in  the 
results  now  available.  The  informa- 
tion which  was  his,  as  contributed, 
has  been  merged  with  that  from  others 
and  becomes  the  property  of  all. 

That  there  are  underlying  prin- 
ciples in  business  which  can  be  deter- 
mined, measured,  and  used  as  guides 
to  action,  modem  business  must  come 
to  realize.  If  planning  and  foresight 
are  really  to  characterize  business, 
more  experience  than  that  secured 
within  the  domain  of  the  individual 
establishment  must  be  made  the  basis 
of  policies  and  methods.  Fundamen- 
tal principles  of  economics,  of  law, 


and  of  psychology  permeate  the  en- 
tire business  structure.  Merchants, 
as  well  as  others,  must  realize  this 
truth  and  shape  their  business  policies 
in  keeping  with  it. 

This  study  in  the  field  of  retail 
trade,  it  is  hoped,  will  have  a  value 
beyond  that  associated  solely  with  the 
distribution  of  clothing.  The  prin- 
ciples established,  as  well  as  the  de- 
tailed facts  supplied,  would  seem  to 
have  an  interest  to  manufacturers, 
bankers,  advertising  agencies,  and 
others  who  co-operate  in  the  field  of 
distribution.  After  all,  the  funda- 
mental principles  governing  sales,  dis- 
tribution of  costs,  advertising,  and 
merchandising  practices  are  not  re- 
stricted to  one  line  of  business,  nor 
are  they  solely  related  to  one  phase  of 
the  retail  trade.  It  is  believed  that 
this  study  is  sufficiently  broad  in  its 
scope  and  comprehensive  and  scien- 
tific enough  in  its  method  to  develop 
underlying  facts  and  relationships  of 
general  and  permanent  value. 

Northwestern  University  School  of  Commerce, 
Bureau  of  Business  Research, 

Horace  Secbist,  Director. 
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I.    INTRODUCTION 


THIS  is  the  first  of  a  series  of 
research  Bulletins  on  Costs, 
Merchandising  Practices,  Adver- 
tising and  Sales  in  the  Retail  Dis- 
tribution of  Clothing,  prepared  by 
the  Bureau  of  Business  Research  of 
Northwestern  University  School  of 
Commerce  in  co-operation  with  the 
National  Association  of  Retail  Cloth- 
iers. The  data  on  which  this  Bulletin 
and  the  others  which  are  to  follow  it 
are  based,  were  reported  by  the  mem- 
ber stores  of  the  National  Association 
of  Retail  Clothiers  under  an  agree- 
ment that  the  facts  submitted  would 
be  treated  as  confidential  by  the 
Bureau  of  Business  Research.  The 
Bureau  was  given  complete  liberty  in 
analyzing  the  facts  and,  of  course, 
it  is  presenting  the  results  of  the 
analysis  in  a  scientific,  disinterested, 
and  impartial  manner.  Its  purpose 
in  undertaking  this  study  was  to  add 
to  the  store  of  knowledge  about  costs 
and  merchandising  practices  in  retail 
clothing  stores  and,  by  so  doing,  to 
set  up,  so  far  as  the  data  would 
admit,  standards  or  norms  by  which 
retail  clothing  establishments  could  be 
guided  in  distributing  or  controlling 
their  costs  and  in  shaping  their  mer- 
chandising methods. 

This  study,  like  the  others  which 
will  shortly  appear,  has  been  prepared 
from  a  strictly  scientific  viewpoint. 
The  data  submitted  have  been  closely 
scrutinized  for  accuracy,  complete- 
ness, and  consistency,  and  only 
those   which   meet   these   tests   have 


been  used  in  the  final  studies.  Mer- 
chants who  consented  to  furnish  the 
facts  requested,  did  so  with  the 
assurance  that  the  National  Associa- 
tion of  Retail  Clothiers  would,  in  no 
wise,  control  the  nature  of  the  treat- 
ment of  the  data,  would  not  have  ac- 
cess to  the  facts  submitted,  and  would 
not  even  know  the  stores  which  sub- 
mitted reports.  They  were  also  as- 
sured that  the  scientific  standards  of 
the  Bureau  and  its  standing  as  a 
part  of  a  great  university  guaranteed 
them  against  any  betrayal  of  trust  or 
misinterpretation  of  the  facts  which 
might  result  from  an  omission  of  part 
of  the  data,  that  rightly  should  have 
been  included,  or  from  any  desire  to 
state  improperly  the  situation  which 
obtained.  Having  been  given  these 
assurances  and  acting  upon  them,  569 
stores  reported  some  or  all  of  the 
facts  which  were  requested.  The  Bu- 
reau of  Business  Research  has  taken 
every  precaution  not  to  betray  the 
trust  imposed  in  it  by  the  retailers 
and  offers  to  them  and  to  others  who 
are  interested,  an  analysis  of  facts 
bearing  on  retail  costs  and  merchan- 
dising practices  in  the  distribution  of 
clothing  as  they  obtained  in  the  years 
1919,  1918,  and  1914. 

The  method  of  analyzing  the  data 
has  been  governed,  in  large  part,  by 
the  aim  of  developing  for  each  of  the 
topics  discussed,  standards  by  which 
merchants  may  gauge  or  appraise 
their  practices  and  their  costs.  The 
crying  need,  in  all  the  different  stages 


in  the  distribution  of  goods  and  com- 
modities, is  for  standards  of  excellence 
by  which  merchants  and  others  may 
know  whether  costs  are  excessive  or 
merchandising  practices  sound.  A 
sufficient  mass  of  data  or  body  of  ex- 
perience from  the  trade  may  serve  to 
establish  such  standards  for  merchants 
similarly  located  and  operating  under 
similar  conditions.  With  this  idea 
in  mind,  it  has  been  thought  not  to 
be  sufficient  to  group  roughly  all 
stores  into  a  single  class  and  to  ex- 
press costs  and  merchandising  prac- 
tices in  the  form  of  a  single  average 
or  total.  Averages,  unsupported  by 
the  detail  which  make  them  up,  or 
without  reservations  as  to  the  diverse 
conditions  which  obtain,  may  be  not 
oaily  confusing,  but  also  misleading.  By 
giving  more  than  averages,  that  is,  by 
classifying  stores  into  groups,  accor^I- 
ing  to  size  and  location,  by  distin- 
guishing them  by  cities  and  by  posi- 
tions within  cities,  and  by  treating 
the  years  1919,  1918,  and  1914  sep- 
arately, each  merchant,  who  has  suf- 
ficient interest,  may  compare  his  own 
store  with  others  similarly  placed  and 
judge  of  his  own  activities  and  costs 
in  terms  of  those  prevailing  for  the 
group  to  which  he  belongs. 

In  various  parts  of  the  analysis, 
where  geographical  divisions  seem  to 
be  important,  stores  located  in  differ- 
ent parts  of  the  country  are  treated 
separately.  The  necessity  for  such 
a  distribution  is  particularly  signifi- 
cant in  the  treatment  of  charge  sales 
and  average  monthly  outstanding 
accounts.    In  relation  to  both  of  these 


topics,  the  practices  in  the  South  pre- 
sent startling  exceptions  to  those  for 
other  regions.  It  is  equally  neces- 
sary, but  for  different  reasons,  to  dis- 
tinguish the  West  from  the  East.  To 
have  grouped  all  stores  together, 
irrespective  of  geographical  location, 
would  have  resulted  in  merging  into 
a  single  total,  practices  which  are 
widely  different,  and  would  have  made 
it  impossible  for  merchants,  located 
in  different  parts  of  the  country,  to 
have  compared  their  stores  with  the 
standards  obtaining  in  these  sections. 

The  analysis  in  this  and  the  other 
Bulletins  which  will  follow,  is  de- 
tailed. When  the  study  was  under- 
taken by  the  Bureau  of  Business  Re- 
search, it  was  with  the  distinct  feel- 
ing that  it  would  not  be  worth  while, 
either  for  the  Bureau  or  for  the  trade, 
to  make  a  superficial  investigation. 
Accordingly,  the  questionnaire,  upon 
which  merchants  were  asked  to  list 
their  facts,  was  comprehensive  in  out- 
line and  detailed  on  the  various  points 
covered.  A  great  mass  of  informa- 
tion was  secured  and  the  merchants 
are  to  be  congratulated  on  their 
response.  In  view  of  the  fact  that 
the  details  were  submitted,  it  would 
not  be  in  keeping  with  the  intent  of 
the  Bureau  of  Business  Research,  nor 
fair  to  those  who  furnished  the  infor- 
mation^ to  present  the  facts  in  a  gen- 
eral and  condensed  manner.  The  fea- 
tures which  distinguish  the  results 
of  this  study  from  those  which  have 
been  made  by  others  in  similar 
fields,  are  the  number  of  instances 
which  is  included,  and  the  scope  and 


character  of  the  treatment  involved.  suits  are  presented  in  the  detail  which 

No  excuse,  therefore,  seems  necessary  seems  best  suited  to  the  purpose  which 

for  the  detailed  manner  in  which  the  they  are  intended  to  serve, 

facts  are  presented.     The  study  was  The  questionnaire  upon  which  the 

undertaken  seriously,  the  data  have  facts  for  this  and  subsequent  Bulle- 

been  analyzed  carefully  and  accord-  tins  were  reported  is  published  in  full 

ing  to  scientific  methods,  and  the  re-  in  Bulletin  6. 


II,     SUMMARY 


THIS  section  of  the  report  gives 
in  brief  compass  the  out- 
standing facts  and  conclusions 
respecting  sales  in  retail  clothing 
stores.  It  should  be  considered  as  a 
summary  and  read  in  connection  with 
the  corresponding  parts  in  subsequent 
pages.  To  summarize  briefly  such  a 
study  as  this  requires  broad  generali- 
zations and  does  not  admit  of  all  of 
the  conditions  and  limitations  affect- 
ing the  conclusions  being  enumerated. 
It  can  almost  be  taken  to  be  a  self- 
evident  truth  that  general  statements 
are  inexact.  It  is  hoped  that  the 
reader  will  not  content  himself  with 
a  hurried  perusal  of  the  summary. 
The  really  significant  part  of  the  dis- 
cussion is  not  in  the  summary,  but  in 
the  details  which  support  it. 

1. — ^THE  SOTJRCE  AND  SCOPE  OF  THE 
DATA  ON  SALES  AND  THE  NUMBER 
AND    TYPES   OP    STORES   REPORTING. 

The  analysis  of  total  net  sales  is 
based  upon  returns  from  415  stores  in 
1919,  387,  in  1918,  and  286,  in  1914. 
Not  all  of  the  reports,  however,  are 
utilized  in  the  comparisons  which  are 
made,  because  they  were  not  all  com- 
plete in  every  particular.  Where  a 
different  number  is  used  the  fact  is 
definitely  stated. 

All  of  the  states  except  12  are  rep- 
resented by  the  stores  which  reported. 
Six  of  the  missing  states  are  in  the 
South,  and  a  like  number  in  the  "West. 
Ohio,  with  reports  from  54  stores,  led 
all  of  the    other  states.     Iowa   came 


second  in  the  list  with  41  stores  re- 
porting. The  East  furnished  59  re- 
ports; the  South,  65;  the  East  North 
Central,  including  Canada,  122;  the 
West  North  Central,  130;  and  the 
West,  39. 

Approximately  76  per  cent,  of  the 
stores  reporting  were  located  in  cities 
with  population  of  less  than  40,000 
in  1920;  14  per  cent,  in  cities  with 
population  between  40,000  and  120,- 
000;  and  10  per  cent,  in  cities  with 
population  of  120,000  and  over. 

Of  the  352  stores  reporting  in  1919, 
upon  which  general  credit  rating  for 
1920  is  available,  303  or  86  per  cent, 
of  the  total  are  rated  as  **higk''  or 
**good,"  and  49  or  14  per  cent,  as 
*'fair"  or  ** limited."  Of  the  332, 
concerning  which  returns  of  pe- 
cuniary strength  are  available,  167  or 
50.3  per  cent,  have  a  strength  of  $10,- 
000  to  $35,000,  while  76  have  a 
strength  in  excess  of  $50,000. 

Most  of  the  415  stores  had  total  net 
sales  in  1919  between  $40,000  and 
$60,000,  but  15  had  sales  between 
$300,000  and  $500,000,  and  8  had 
sales  of  $500,000  and  over. 

2. — TOTAL.  NET  SALES  PER  100  SQUARE 
FEET  OP  FLOOR  SPACE. 

The  average  amount  of  sales  per 
100  square  feet  of  floor  space  for  408 
stores  is  $2,581.  This  varies  with  the 
location  of  the  store.  The  average 
for  88  stores  located  on  a  comer  is 
$2,856,  and  for  320  with  inside  posi- 
tions, $2,482.     The  88  corner  stores 
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average  $374  or  15.1  per  cent,  more 
per  unit  of  floor  space  than  stores  not 
on  a  corner.  The  most  common  amount 
of  sales  per  100  square  feet  of  floor 
space  is  between  $2,500  and  $3,000 
for  stores  on  a  corner,  and  between 
$1,500  and  $2,000  for  stores  not  on  a 
corner. 

Generally  speaking,  the  sales  per 
unit  of  floor  space  increase  with  the 
total  net  sales.  Corner  stores  with  sales 
under  $40,000  average  $1,721  per  100 
square  feet  of  floor  space.  The 
average  for  the  $40,000  to  $80,000 
group  is  $1,536;  for  the  $80,000  to 
$180,000  group,  $2,914;  and  for  the 
$180,000  and  over  group,  $3,504. 

The  analysis  of  the  sales  and  floor 
space  of  79  corner  stores  shows  an 
average  sale  per  100  square  feet  of 
floor  space  of  $3,272,  for  the  stores 
which  occupy  first  floor  only,  and 
$2,748  for  the  stores  which  occupy 
both  first  and  second  floors.  This  in- 
dicates a  distinct  advantage  of  the 
first  floor  as  a  sales  area. 

Other  things  being  equal,  stores  con- 
tiguous to  transportation  facilities 
have  larger  sales  per  unit  of  floor 
space  than  those  not  so  located.  The 
average  amount  of  sales  per  100  square 
feet  of  floor  space  for  213  stores  located 
on  a  car  line  is  $3,375.  Of  these,  50 
which  are  at  a  transfer  point  average 
$4,221,  while  163  which  are  not  at  a 
transfer  point  average  $3,116.  Loca- 
tion at  a  transfer  point  represents  a 
distinct  advantage.  The  correspond- 
ing average  for  132  stores  reached  by 
an  interurban  is  $3,244.  This  again 
is  considerably  above  the  average  for 


all  stores.  That  a  location  contiguous 
to  a  car  or  an  interurban  line  is  an 
advantage  is  further  supported  by  the 
average  sales  per  unit  of  floor  space 
for  166  stores  located  neither  on  a  car 
line  nor  an  interurban  line.  The  aver- 
age for  this  class  is  $2,421  and  is 
28.3  per  cent,  below  the  average  for 
stores  located  on  a  car  line,  and  25.4 
per  cent,  below  the  corresponding 
figure  for  stores  on  an  interurban 
line. 

3. — NUMBER  AND  PRICE  OP  SUITS  SOLD. 

The  average  price  of  suits  sold  in 
all  stores  is  $37.17  for  1919,  $27.55 
for  1918  and  $20.22  for  1914.  This 
is  an  increase  in  1919  of  34.9  per 
cent,  over  1918,  and  of  83.8  per  cent, 
over  1914.  The  most  common  price 
is  from  $30  to  $40  for  1919,  $20  to 
$30  for  1918,  and  under  $20  for  1914. 
The  number  of  suits  upon  which  these 
averages  are  based  is  162,675  for 
1919,  96,010  for  1918,  and  40,519  for 
1914.  The  total  sales  value  of  the 
suits  for  each  year  is  $6,045,885  for 
1919,  $2,645,405  for  1918,  and  $819,- 
490  for  1914. 

The  above  data  cover  all  stores 
which  reported  for  each  or  any  of  the 
three  years.  The  same  analysis  for 
56  stores,  which  furnished  details  for 
each  of  the  three  years,  shows  an  in- 
crease from  year  to  year  in  somewhat 
different  proportion.  The  56  stores 
sold  56,049  suits  in  1919,  43,026  in 
1918,  and  40,519  in  1914.  This  is  an 
increase  in  number  of  suits  sold  in 
1919  of  30.3  per  cent,  over  1918,  and 
38.3  per  cent,  over  1914.     The  sales 
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value  of  the  suits  for  1919  is  $2,020,- 
990;  for  1918,  $1,190,305;  and  for 
1914,  $819,490.  This  is  an  increase 
in  sales  value  for  1919  of  69.8  per 
cent,  over  1918,  and  146.6  per  cent, 
over  1914.  The  average  price  of  the 
suits  for  the  56  stores  is  $36.05  for 
1919,  $27.66  for  1918,  and  $20.22  for 
1914.  This  is  an  increase  in  the 
average  price  in  1919  over  1918  of 
30.3  per  cent,  and  78.3  per  cent,  over 
1914.  In  these  same  stores,  64.9  per 
cent,  of  the  total  number  of  suits  sold 
in  1919  were  priced  under  $40.  In 
1918,  86.8  per  cent.,  and  in  1914,  99.2 
per  cent,  were  priced  under  $40. 

The  average  price  of  suits  increases 
slightly  with  the  size  of  the  store.  The 
average  for  1919  is  $35.59,  for  the 
stores  doing  a  business  under  $40,000 ; 
$35.52,  for  the  stores  with  a  business 
from  $40,000  to  $80,000;  $36.50,  for 
the  stores  with  a  business  from  $80,- 
000  to  $180,000;  and  $37.92,  for  those 
with  a  business  of  $180,000  and  over. 

The  average  price  of  suits  is  lowest 
for  each  of  the  three  years  in  the  East 
North  Central  division.  It  is  highest 
in  the  West  for  1919  and  1914,  and  in 
the  South  for  1918.  The  average 
price  of  suits  in  the  East  for  1919, 
1918,  and  1914  is,  respectively,  $35.87, 
$28.59  and  $21.08.  The  correspond- 
ing averages  for  the  South  are  $37.02, 
$31.91  and  $20.31 ;  for  the  East  North 
Central,  $35.79,  $25.83  and  $19.10; 
for  the  West  North  Central,  $37.78, 
$28.21  and  $20.44;  and  for  the  West, 
$38.53,  $27.93  and  $22.22.  The 
average  price  of  suits  for  the  East 
North  Central  is  below  the  average  for 


all  divisions  for  each  of  the  three 
years.  The  averages  for  the  West 
North  Central  and  the  West  are  above 
the  average  for  all  divisions  for  each 
of  the  three  years.  The  averages  for 
the  East  and  the  South  are  lower  than 
the  general  average  in  1919  and  high- 
er in  1918  and  1914. 

4. — SALES  OF  FURNISHINGS  PER  $100 
OF  SALES  OF  CLOTHING. 

On  an  average  for  the  three  years, 
1919,  1918,  and  1914,  the  sales  of 
furnishings  are  $55.50  for  every  $100 
worth  of  clothing  sold.  The  sales  of 
clothing  amount  to  $22,814,154  and 
the  sales  of  furnishings  to  $12,661,592 
for  the  three  years.  The  average  is 
higher  for  men's  furnishings  in  rela- 
tion to  men's  clothing  than  for 
boys'  furnishings  in  relation  to  boys' 
clothing.  The  sales  of  men's  furnish- 
ings are  $58.86  per  $100  worth  of 
men's  clothing,  while  the  correspond- 
ing figure  for  boys'  furnishings  per 
$100  worth  of  boys'  clothing  is  $47.92. 

Generally  speaking,  the  proportion 
of  sales  of  furnishings  to  sales  of 
clothing  decreases  as  the  size  of  the 
store  increases.  When  all  stores  are 
considered  for  the  three  years,  the 
amount  of  sales  of  furnishings  per 
$100  of  sales  of  clothing  ranges  from 
$102.82,  for  the  stores  with  total  net 
sales  under  $20,000,  down  to  $32.39 
for  the  stores  with  a  volume  of  busi- 
ness $500,000  and  over.  The  smallest 
stores  sell  approximately  three  times 
as  large  a  percentage  of  furnishings 
per  $100  of  sales  of  clothing  as  the 
largest  stores. 
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The  proportion  of  sales  of  furnish- 
ings to  sales  of  clothing  tends,  gen- 
erally, to  decrease  as  the  size  of  the 
city  increases.  The  proportion  of 
sales  of  furnishings  per  $100  of  sales 
of  clothing,  for  1919  for  cities  with 
population  under  10,000,  is  $68.22; 
for  cities  from  10,000  to  20,000, 
$71.44;  for  cities  from  20,000  to 
40,000,  $65.27 ;  for  cities  from  40,000 
i  to  120,000,  $47.74;  and  for  cities 
120,000  and  over,  $44.83.  These  are 
averages  for  all  stores  within  the  city 
groups.  The  amounts  for  each  size  of 
city  decrease  as  the  size  of  the  store 
increases. 

5. — AMOUNT  OF  CHARGE  SALES  PER  $100 
OF  TOTAL  NET  SALES. 

The  average  amount  of  charge  sales 
per  $100  of  total  net  sales  for  the  three 
years  1919,  1918,  and  1914  is  $30.71. 
The  most  common  amount  is  between 
$20  and  $30.  The  averages  for  the 
three  years  are  $30.75,  $30.13,  and 
$31.86,  respectively.  These  are  based 
upon  total  net  sales  of  $36,682,671  for 
1919,  $24,595,376  for  1918,  and  $10,- 
913,219  for  1914.  The  ratio  of  charge 
sales  to  total  net  sales  shows  a  de- 
crease of  $1.11  or  3.5  per  cent,  from 
1914  to  1919. 

The  charge  sales  in  proportion  to 
total  net  sales  for  the  three  years  run 
highest  in  the  South  and  lowest  in 
the  East.  The  average  for  the  South 
is  $42.28 ;  for  the  West  North  Cen- 
tral, $29.11;  for  the  West,  $27.74;  for 
the  East  North  Central,  $26.96;  and 
for  the  East,  $26.13.  The  South  is 
$16.15  or  61.8  per  cent,  higher  than 


the  East.  The  South  is  higher  and 
the  other  divisions  lower  than  the 
average  for  all  divisions  for  the  three 
years,  separately  and  combined. 

The  amount  of  charge  sales  per 
$100  of  total  net  sales  increases  with 
the  size  of  store.  The  average  for  the 
three  years  combined,  for  the  stores 
with  total  net  sales  under  $40,000,  is 
$23.64;  for  those  with  total  net  sales 
of  $40,000  to  $80,000,  $25.84;  for 
those  with  total  net  sales  of  $80,000 
to  $180,000,  $29.24;  and  for  those 
with  total  net  sales  of  $180,000  and 
over,  $36.91.  The  most  common  amount 
of  charge  sales  per  $100  of  total  net 
sales,  for  the  three  years,  for  all. 
stores  is  between  $20  and  $30. 

6. — LVALUE     OF     RETURNED     GOODS     PER 
$100  OF  TOTAL  NET  SALES. 

The  average  value  of  returned  goods 
per  $100  of  total  net  sales  is  $2.64  for 
the  three  years,  1919,  1918,  and  1914 
combined,  and  for  each  year,  $2.58, 
$2.78,  and  $2.54  respectively.  This 
is  a  decrease  for  1919  of  7.2  per  cent, 
compared  with  1918,  and  an  increase 
of  1.6  per  cent,  over  1914.  These 
averages  are  based  upon  total  net  sales 
of  $17,621,632  for  1919;  $10,926,899 
for  1918,  and  $4,634,789  for  1914.  The 
value  of  returned  goods  was  $455,399 
in  1919,  $304,110  in  1918,  and  $117,- 
990  in  1914. 

The  average  value  of  returned  goods 
per  $100  of  total  net  sales  is  highest 
for  the  South  for  the  three  years 
combined  and  for  1919  and  1918 
separately.  For  1914,  it  is  highest  for 
the  East.    The  amount  is  lowest  for 
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the  West  North  Central  for  the  three 
years  separately  and  combined.  The 
ratio  for  1919  is  $2.96  for  the  East; 
$4.18  for  the  South;  $2.23  for  the 
East  North  Central;  $1.06  for  the 
West  North  Central;  and  $1.24  for 
the  West.  In  1919,  the  South  was 
$3.12  or  294  per  cent,  higher  than 
the  West  North  Central.  For  the 
three  years  separately  and  combined, 
the  averages  for  the  East  and  the 
South  exceed  the  average  for  all 
divisions.  Those  for  the  other  divi- 
sions are  less  than  the  average  for 
all  divisions. 

The  amount  of  returned  goods  per 
$100  of  total  net  sales  increases  with 
the  size  of  the  store.  For  1919,  the 
average  is  $0.83  for  20  stores  with 
total  net  sales  under  $40,000 ;  $1.26 
for  the  56  stores  in  the  $40,000  to 
$80,000  group ;  $1.48  for  the  55  stores 
in  the  $80,000  to  $180,000  group ;  and 
$4.23  for  the  20  stores  with  sales 
$180,000  and  over.  The  average  for 
all  stores  in  1919  is  $2.58.  The  aver- 
age for  the  large  stores — $180,000  and 
over — ^shows  an  increase  of  410  per 
cent,  over  the  average  for  the  small 
stores — those  with  sales  under  $40,000 
— and  64.0  per  cent,  over  the  average 
for  all  stores. 

7. — ^AMOUNT  OP  AVERAGE  MONTHLY 
OUTSTANDING  ACCOUNTS  PER  $100 
OP  TOTAL  NET  SALES. 

The  amount  of  average  monthly 
outstanding  accounts  per  $100  of  total 
net  sales  for  the  three  years  1919, 
1918,  and  1914  is  $6.75,  and  for  each 
year,  respectively,  $6.24,  $6.94,  and 
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$8.15.  This  is  a  decrease  of  10.1  per 
cent,  from  1918  to  1919  and  23.4  per 
cent,  from  1914  to  1919.  These  aver- 
ages are  based  upon  total  net  sales  of 
$36,527,324  for  1919,  $23,404,061  for 
1918  and  $10,187,013  for  1914. 

Using  the  data  for  the  three  years 
combined,  the  amount  is  highest  in 
the  South  and  lowest  in  the  West.  The 
average  is  $5.44  for  the  East,  $8.57 
for  the  South,  $7.43  for  the  East 
North  Central,  $6.49  for  the  West 
North  Central,  and  $4.64  for  the  West. 
The  South  is  $3.93  or  84.7  per  cent, 
higher  than  the  West.  For  each  of 
the  three  years  separately  and  for  the 
three  years  combined,  the  averages 
for  the  South  and  the  East  North 
Central  exceed  the  average  for  all 
divisions.  The  averages  for  the  other 
divisions  are  less  than  that  for  all 
divisions. 

The  amount  of  the  average  monthly 
outstanding  accounts  per  $100  of  total 
net  sales,  unlike  charge  sales,  does  not 
seem  to  increase  regularly  with  the 
size  of  the  store.  The  margin  of 
difference  between  the  amounts  of  out- 
standing accounts  per  $100  of  total 
net  sales,  in  stores  of  different  size,  is 
small.  Most  of  the  averages  for  the 
groups  of  stores  of  different  size  do 
not  vary  by  more  than  10  per  cent, 
from  the  average  for  all  stores. 

8. — ^AVERAGE  SALES  PER  FULL-TIME 
SALES-PERSON,  AND  AVERAGE  NUM- 
BER OP  FULL-TIME  SALES-PEOPLE 
PER   STORE. 

The  average  amount  of  sales  per  full- 
time  sales-person  for  all  stores  is  $19,- 


980  in  1919;  $15,182,  in  1918,  and 
$11,109,  in  1914.  The  average  for  the 
three  years  is  $16,230.  For  241  iden- 
tical stores  the  corresponding  amounts 
are  for  1919,  $20,458 ;  for  1918,  $15,- 
454;  for  1914,  $11,109,  and  for  the 
average  for  the  three  years  $15,996. 

The  amount  of  sales  per  full-time 
sales-person  increases  directly  with 
the  size  of  the  store,  the  amount  for 
stores  with  total  net  sales  under  $20,- 
000  in  1919,  being  $12,682,  and  for 
stores  with  total  net  sales  of  $500,000 
and  over,  being  $23,566.  The  corre- 
sponding amounts  for  1918  and  1914, 
were,  respectively  $8,578,  and  $20,181 ; 
and  $8,098  and  $15,012. 

The  average  number  of  full-time 


sales-people  per  store  reporting  varies 
for  stores  of  different  size  from  2.0  to 
40.1  for  the  three  years  1919,  1918 
and  1914  combined.  Stores  having 
total  net  sales  in  1919  of  less  than 
$40,000  had  an  average  of  2.0  full- 
time  sales-persons  per  store.  The  cor- 
responding number  for  stores  with 
total  net  sales  of  $40,000  to  $80,000 
is  3.3 ;  for  those  with  $80,000  to  $180,- 
000,  6.0;  and  for  those  with  total  net 
sales  $180,000  and  over,  16.1.  Similar 
figures  obtain  for  1918  and  1914.  The 
proportion  of  stores  of  different  size 
with  fewer  than  5,  and  5  and  more 
full-time  sales-people  per  store  is  given 
in  the  part  of  this  Bulletin  dealing 
with  this  subject. 
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Ill,    SCOPE  OF  THE  DATA  ON  SALES  AOT)  THE  NUMBER 
AND   TYPES  OF  STORES  REPORTING 


1. — ^NUMBER  OF  STORES  AND  TOTAL.  NET 
SALES  FOR  1919,  1918,  AND  1914. 

Out  of  the  569  retail  clotMng  stores 
which  reported  to  the  Bureau,  the  sales 
of  415  in  1919  were  found  sufficiently 
comprehensive  for  purposes  of  analy- 
sis. Not  all  of  the  stores,  however, 
which  reported  for  this  year  reported 
for  1918  and  1914.  Accordingly,  a 
somewhat  smaller  number  of  stores 
was  used  for  the  analysis  of  sales  in 
1918  and  1914.  Two  hundred  and 
eighty-six  stores  reported  for  1914. 
This  number  was  increased  by  an  addi- 


tional 101  in  1918,  making  the  total 
for  this  year,  387.  This  number,  as 
noted  above,  was  increased  to  415  in 
1919.  It  was  not  possible,  however, 
to  utilize  the  data  from  all  of  these 
stores  each  year  in  the  different  com- 
parisons which  have  been  made. 
Wherever  the  number  was  different 
this  fact  is  made  clear  in  the  dis- 
cussion and  the  exact  number  utilized 
is  plainly  indicated.  The  number  of 
stores  classified  by  total  net  sales,  for 
each  of  the  years  is  given  in  Table  1. 


TABLE  1 

NUMBER  AND  TOTAL  NET  SALES  OF  STORES  CIASSIFIED  BY  SIZE, 
1919,  1918,  AND  1914 


Years 

1919 

1918 

1914 

Classified 

Total 
Net  Sales 
(in  000' 8 ) 

Nvffliber 

of 
Stores 

Total 
Vet   Sales 

Number 

of 
Stores 

Total 
Net  Sales 

Nimiber 

of 
Stores 

Total- 
Net  Sales 

Total 

415 

$46,109,843 

387 

$30,408,021 

286 

$15,031,219 

Xfader  |20 

|20  to  $40 

#40  to  $60 

|60  to  $80 

$80  to  $100 

$100  to  $140 

$140  to  $180 

$180  to  $220 

$220  to  $300 

$300  to  $500 

$500  and  Over 

5 
66 
99 
64 
43 
58 
27 
14 
16 
15 

8 

78,229 
2,064,096 
4,870,644 
4,448,526 
3,902,407 
6,968,512 
4,284,764 
2,773,912 
4,194,849 
5,659,163 
6,864,741 

24 

112 

84 

60 

32 

35 

14 

7 

9 

7 

3 

379,916 
3,380,410 
4,104,252 
4,168,006 
2,864,207 
4,045,518 
2,219,214 
1,386,406 
2,570,897 
2,679,984 
8,80e,8U 

44 

111. 
60 
28 
16 
14 
6 
4 

2 

1 

656,950 
3,239,195 
2,968,537 
1,910,263 
1,432,288 
1,561,530 
960,049 
782,432 

761,874 
758,103 

16 


TABLE  2 

NUMBER  OF  STORES  REPORTING  TOTAL  NET  SALES,  CIjASSIFIED  BY  STATES  AND 
GEOGRAPHICAL  DIVISIONS,   1919 


Per  Cent.  Distribution  by 

Total  Net  Sales 

Geographical  Divisions 

Ihniher 

1919 

Average 

Graphic 

Per  Cent. 

Geographical 

States 

of 

Total 

per 

Divisions 

Stores 
1919 

Store 

HuBiber   Total  Net  Sales 
(=3       IHi 

Total 

Net 
Sales 

Total 

415 

$46,109,843 

5111,108 

Per  Cent, 
j)   5   10  S  2p  2p  3P  35 

Total 

r9 

6,511,206 

120,359 

14.2 

^^"^ 

14.1 

Connecticut 

4 

720,063 

180,016 

Maine 

3 

192,287 

64,096 

Massachusetts 

8 

675,001 

84, 375 

New  Hampshire 

3 

235,629 

78,-543 

The  Eaat 

New  Jersey 

2 

154,177 

77,089 

New  York 

18 

2,503,390 

139,077 

Pennsylvania 

16 

1,643,422 

102,714 

Rhode  Island 

3 

193,610 

64, 537 

Vermont 

2 

193.627 

96.814 

1S.7 

Total 

65 

10,043,718 

154,519 

21.8 

Alabama 

_ 

_ 

_ 

Arkansas 

3 

212,254 

70,751 

Delaware 

_ 

_ 

District  of  Columbia 

m 

_ 

. 

Florida 

4 

500,216 

125,054 

Georgia 

4 

568,142 

142,035 

Kentucky 

5 

2,418,688 

483,338 

Louisiana 

3 

$67,480 

189,160 

The  South 

Maryland 

• 

- 

- 

Mississippi 

- 

- 

- 

Horth  Carolina 

• 

•• 

- 

Oklahoma 

14 

1,687,349 

120,525 

South  Carolina 

. 

. 

Tennessee 

5 

1,073,529 

214,706 

Texas 

16 

2,109,645 

131,853 

Virginia 

8 

742,016 

92,752 

West  Virginia 

3 

166.399 

55,466 

29.4 

Total 

122 

11,978,970 

98, 319 

26.0 

Canada 

2 

115,588 

Illinois 

20 

2,172,398 

108,620 

East 

Indiana 

21 

1,798,677 

85,651 

North  Central 

Ulchlgan 

10 

983,105 

98,311 

Ohio 

54 

5,929,078 

109,807 

V.lsconslA 

15 

864,036 

57,602 

31.5 

Total 

130 

11,582,861 

89,099 

2S.1 

Iowa 

41 

3,837,083 

93,587 

Kansas 

24 

1,785,406 

74,392 

Minnesota 

20 

1,431,516 

71,576 

Weat 

Missouri 

14 

1,410,968 

100,783 

Forth  Central 

Nebraska 

19 

1,704,520 

89,712 

North  Dakota 

5 

517,708 

103, 542 

South  Dakota 

7 

895,660 

127,951 

9.4 

Total 

39 

5,993,088 

153,669 

1 

^■^" 

13.0 

Arizona 

_ 

. 

_ 

California 

14 

3,236,772 

231,198 

Colorado 

6 

675,603 

112,601 

Idaho 

_ 

. 

• 

Montana 

. 

. 

. 

The  West 

Nevada 

. 

. 

• 

New  Mexico 

. 

. 

• 

Oregon 

5 

327,431 

109.144 

Dtah 

_ 

1,630,07^ 

_ 

Washington 

14 

116,434 

Wyoming 

2 

123, 209 

61,605 
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2. THE  DISTRIBUTION  OF  THE  NUMBER 

OF  STORES  AND  THE  AMOUNT  OP 
TOTAL  NET  SALES  BY  STATES  AND 
GEOGRAPHICAL  DIVISIONS. 

The  distribution  of  the  stores  for 
1919,  by  states  and  by  the  geographi- 
cal divisions  followed  in  this  report 
are  given  in  Table  2.  The  table  also 
contains  the  average  total  net  sales 
per  store  for  the  states  and  the  divi- 
sions.    The  per  cent,  of  the  number 


and  of  the  total  net  sales  for  each  divi- 
sion is  shown  in  the  accompanying 
graphic  summary. 

The  geographical  divisions  of  the 
United  States,  made  for  the  purpose 
of  this  study,  are  shown  graphically  by 
the  accompanying  outline  map — 
Chart  1. 

The  stores  reporting  in  the  differ- 
ent years  were  located  in  cities  dis- 
tributed by  size  as  shown  in  Table  3. 


TABLE  3 

STORES  REPORTING  TOTAL  NET  SALES  IN  1919,   1918  AND  1914,  CLASSIFIED  BY 
SIZE  OF  CITY  IN  WHICH  LOCATED  IN   1920 


Population  of  Cities  ,   1920 

Years 

Total 

Under    40,000 

40,000  to     120,000 

120,000  &  Over 

Nrmiber 

Per  Cent. 

Hvunber 

Per  Cent. 

Nvimber 

Per  Cent. 

Number 

Per  Cent. 

1919 
1918 
1914 

415 
387 
286 

100.0 
100.0 
100.0 

314 
292 
219 

75.7 
75.4 
76.6 

57 
53 
37 

13.7 
13.7 
12.9 

44 
42 
30 

10.6 
10.9 
10.5 

3. — ^PECUNIARY  STRENGTH  AND  GENERAL 
CREDIT  RATING  OF  STORES  AS  LISTED 
IN  A  STANDARD  RATING  BOOK. 

The  stores,  the  sales  of  which  were 
analyzed  for  1919,  are  distributed  in 
Table  4,  according  to  their  pecuniary 
strength  and  general  credit  rating. 
The  data  for  this  distribution  were 
taken  from  a  standard  rating  book, 
and  show  for  the  352  stores  which  were 
listed  for  general  credit  that  303  or 
86.0  per  cent,  were  rated  as  *'high" 
or  "good,"  while  49  or  14.0  per  cent, 
were  listed  as  '*fair"  or  *' limited." 
Omitting  the  20  stores  for  which  the 


pecuniary  strength  was  not  reported, 
and  the  63  which  were  either  unlisted 
or  which  could  not  be  identified,  167 
or  50.3  per  cent,  of  the  remaining  332, 
have  pecuniary  strength  of  $10,000  to 
$35,000.  There  are  48  with  pecuniary 
strength  below  $10,000,  and  76, 
similarly  ranked,  above  $50,000. 

The  relatively  low  pecuniary 
strength  is  to  be  expected  from  the 
showing  of  the  same  stores  in  Table  1 
where  they  are  distributed  according 
to  total  net  sales.  Generally  speaking, 
however,  although  most  of  the  stores 
are  drawn  from  small  cities  and  have 
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relatively  low  total  net  sales,  they 
seem  to  represent  a  measurably  satis- 
factory sample  of  the  membership  of 


the  National  Association  of  Retail 
Clothiers,  and  of  retail  clothing  stores 
generally. 


TABLE  4 

NUMBER  OF  STORES  REPORTING  TOTAL  NET  SALES  IN  1919,  CLASSIFIED  BY 

PECUNIARY  STRENGTH  AND  GENERAL  CREDIT  ACCORDING 

TO  A  STANDARD  RATING  BOOK 


Peoimiary 

Strength, 

(in  000»8) 

General  Credit 

Total 

Specified 

Hot 

Specified 

Total. 

High 

Good 

Pair 

Limited 

Total 

415 

352 

154 

149 

47 

2 

63 

Under  $2 

1 

1 

- 

- 

1 

- 

$2  to     $5 

1 

1 

- 

- 

1 

- 

$3  to     $5 

7 

7 

- 

2 

4 

1 

$5  to    ^10 

39 

39 

- 

22 

16 

1 

$10  to    $20 

84 

84 

27 

47 

10 

- 

$20  to    $35 

83 

83 

45 

37 

1 

- 

$35  to    $50 

41 

41 

27 

13 

1 

- 

$50  to    $75 

46 

46 

33 

12 

1 

- 

$75  to   $125 

15 

15 

11 

4 

- 

- 

$125  to   $200 

6 

6 

4 

2 

- 

- 

$200  to   $300 

7 

7 

5 

2 

- 

- 

$300  to   $500 

- 

- 

- 

- 

- 

- 

$500  to   $750 

- 

- 

- 

- 

- 

- 

$750  to  $1,000 

1 

1 

1 

- 

- 

- 

$1,000  and  079r 

1 

1 

1 

- 

- 

- 

Not  Reported 

20 

20 

- 

8 

12 

- 

Hot  Listed 

62 

62 

Unidentified 

1 

1 

20 


4. TOTAIi  NET  SALES  FOR  IDENTICAL 

STORES,  1919,  1918,  AND  1914. 

Although  a  detailed  analysis  of 
sales  under  varying  conditions  is  pre- 
sented later  it  may  here  be  of  interest 
to  compare  the  total  net  sales  for  the 
283*  stores  which  reported  for  each 
of  the  years  1919, 1918,  and  1914.  The 
total  net  sales  of  these  stores  in  1919 
were  $34,329,525.    In  1918,  they  were 


$23,969,496;  and  in  1914,  $15,242,440. 
The  sales  in  1919  were  43.2  per  cent, 
greater  than  in  1918  and  125.2  per 
cent,  greater  than  in  1914.  Stated  in 
another  way,  for  every  $100  worth  of 
goods  sold  in  1919,  $69.82  were  sold 
in  1918,  and  $44.40  in  1914.  The  data 
for  the  foregoing  facts  and  relations 
are  given  in  Table  5. 


TABLE  5 

TOTAL  NET  SALES  AND  AVERAGE  TOTAL  NET  SALES  PER  STORE,  FOR  283  STORES 
REPORTING  FOR  1919,  1918,  AND  1914 


Net  Sales 

Years 

Total 

Average 
Store 

T0r  Cent.  Increase  Over  1914 

Amoimt.                      Graphic 

l>er  Cent. 
0     30    6.0    90     120  1$0 

Total 

$75^541,461 

186,621 

1919 
1918 
1914 

54,529,525 
2*5,969,496 
15,242,440 

121,506 
84,698 
55,860 

57.5       ■■■§, 

*  Three  stores  which  reported  for  1914    did  not 
report  for  1918  and  1919. 
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IV.  SALES  PER  UNIT  OF  FLOOR  SPACE 


1. — TOTAL  NET  SAIiES  PER  100  SQUARE 
FEET  OP  FIXX)R  SPACE  IN  STORES  OP 
DIFFERENT  SIZE  LOCATED  ON  A  COR- 
ITER  AND  NOT  ON  A  CORNER. 

A  standard  of  sales  performance  is 
found  in  net  sales  per  unit  of  floor 
space.  In  terms  of  this  unit,  if  suffi- 
ciently homogeneous  conditions  are 
compared,  different  stores  should  find 
a  test  of  successful  merchandising.  It 
should  be  remembered  that  only  retail 
clothing  stores  which  operate  as  in- 
dependent units  are  here  considered. 
Department  and  chain  stores  are 
eliminated  for  the  purpose  of  com- 
paring sales  according  to  this  unit. 

What  are  the  comparative  results 
found  for  the  408  stores  with  total 
net  sales,  in  1919,  of  $46,161,651?  The 
total  floor  space  represented  in  these 


stores  is  1,788,783  square  feet.  The 
average  amount  of  sales  per  100  square 
feet  of  floor  space,  accordingly,  is 
$2,581.  But  the  amount  of  sales,  for 
this  unit  of  area,  undoubtedly  varies 
with  the  size  of  stores  and  their  posi- 
tion. To  test  the  effect  of  these  con- 
siderations on  the  amount  of  sales,  the 
stores  are  first  classified  by  size,  and 
then  by  location  within  the  city,  the 
stores  being  distinguished  as  being  or 
not  being  on  a  corner.  The  88  stores, 
located  on  corners,  showed  sales  of 
$2,856  per  100  square  feet  of  floor 
space,  while  the  320  stores  with  in- 
side positions  showed  sales,  for  the 
same  unit  of  area,  of  $2,482.  This  is 
a  difference,  seemingly  attributable  to 
location,  of  $374  or  15.1  per  cent.^ 
This  comparison  is  shown  in  Table  6. 


TABLE  6 

TABLE  SHOWING  TOTAL  NET  SALES,  TOTAL  FLOOR  SPACE  IN  SQUARE  FEET  AND 
SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE  IN  STORES  ON  AND  NOT  ON  A 

CORNER,  1919 


location 

of 

Store 

Sisriber 

of 
Stores 

total 
Hat  Sales 

Total 

Floor  Space 

(sq.  ft.) 

Average 
Amotmt  of 
Net  Sales 
Per  Store 

Average 

Amount  of 

Net  Sales 

Per  100 

sq.  ft. 

of 

Floor  Space 

Per  Cent,  which 
sales  Per  100  sq. 
ft.  of  Floor  Space 
Is  of  the  Average 

P»r  Cent. 
0   25   50   75  100 

Per 
Cent. 

Total 
(Average) 

408 

$46,161,651 

1,788,783 

$113,141 

12,581 

100.0 

On  Comer 
Hot  on  Comer 

88 
320 

13,433,675 
52,728,076 

470,350 
1,318,435 

152,654 
102,275 

2,85€ 
2,482 

1 
111.0 

96.2 

(1)  According  to  Printer's  Ink,  August  7,  1913, 
p.  55,  a  shoe  store  manager  estimates  that  a 
corner  position  is  worth  20  per  cent,  more  than 
an  inside  position. 
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Of  the  88  stores  located  on  corners, 
and  having  average  sales  of  $2,856  per 
100  square  feet  of  floor  space,  45  or 
51.1  per  cent,  had  sales  for  this  unit 
between  $1,500  and  $3,000.  Only  11 
or  12.5  per  cent,  had  sales  less  than 
$1,500  and  only  32  or  36.4  per  cent, 
had  sales  of  more  than  $3,000.  Of  the 
320  stores  not  located  on  corners,  and 


having  average  sales  of  $2,482  per  100 
square  feet  of  floor  space,  171  or  53.4 
per  cent,  had  sales  for  this  unit  be- 
tween $1,500  and  $3,000.  Sixty-two 
or  19.4  per  cent,  had  sales  for  this 
unit  of  less  than  $1,500,  and  87  or  27.2 
per  cent,  had  sales,  similarly  ex- 
pressed, in  excess  of  $3,000.  These 
and  other  facts  are  shown  in  Table  7. 


TABLE  7 

NUMBER  AND  PER  CENT.  OF  STORES  ON  A   CORNER  AND   NOT   ON   A  CORNER  BY 
CLASSIFIED  AMOUNTS  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  1919 


Classified 

Stores  on  a  Corner 

Stores  not  on  a  Comer 

Jtootmts  of  Sales 

Per  100  sq.  ft. 

of 

Number 

ter  Cent. 

Nturiber 

Per  Cent. 

Floor  Space 

Anotint 

Graphic 

Amount 

Graphic 

Total 

88 

100.0 

Per  Cent. 
0     10     20     30     40 

320 

irtA  n                Pe^  Cent. 
100.0    0      10     20      30      40 

Itoder  $1,000 
$1,000  to  $1,500 
$1,500  to  $2,000 
$2,000  to  $2,500 
$2,500  to  $5,000 
$3,000  to  $S,500 
$3,500  to  $4,000 
$4,000  to  $5,000 
$5,000  and  Over 

3 

8 

14 

15 

16 

11 

7 

7 

7 

3.4 

9.1 

15.9 

17.0 

18.1 

12.5 

8.0 

8.0 

8.0 

1 

22 
40 
61 
58 
52 
31 
18 
15 
23 

6.9 

12.5 

19.1 

18.1 

16.2 

9.6 

5.6 

4.8 

7.2 

. 

"When  basement  areas  are  excluded 
from  the  total  area  of  corner  stores, 
the  average  amount  of  sales  per  100 
square  feet  of  floor  space  increases 
from  $2,856  for  88  stores  to  $3,347 
for  87  stores. 

Table  8  shows  the  amount  of  net 
sales  per  100  square  feet  of  floor  space 
for  stores  of  different  size,  located  on 
a  corner  and  not  on  a  corner.  Chart 


2  directly  compares  the  amounts 
by  the  location  of  the  stores.  Ac- 
cording to  this  grouping,  the  cor- 
ner stores  having  total  net  sales  under 
$40,000,  and  between  $80,000  and 
$180,000  sell  more  per  100  square  feet 
of  floor  space  than  do  those  not  on  cor- 
ners. For  the  other  groups,  the  re- 
verse is  true,  but  this  is  due  in  the 
case  of  the  smaller  stores,  to  the  inclu- 
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TABLE  8 


AMOUNT  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE  FOR  STORES  OP 
DIFFERENT  SIZE,  ON  AND  NOT  ON  A  CORNER,   1919 


Stores  on  a  Corner 

Stores  Hot  on  a  Comer 

Classified 

Total 
Vet  Sales 

Hunber 

of 
Stores 

Total 
Het  Sales 

Total 

Floor  Space 

(sq.  ft.) 

Average 

Afflotint  of 

net  Sales 

Per  100 

sq.   ft. 

of 

Floor  Space 

Hioiber 

of 
Stores 

Total 
Het  Sales 

Total 

Floor  Spac< 

(sq.   ft.) 

Average 
Anunmt  of 
Kot  Sales 

of 
Floor  Space 

Total  (Average) 

88 

♦13,433,675 

470,350 

$2,856 

520 

$32,728,076 

1,318,433 

§2,482 

Dtader  |40,000 
♦40,000  to     *80,000 
♦80,000  to  1180,000 

$180,000  and  over 

11 
26 
32 
19 

319,366 
1,516,712 
3,818,088 
7,779,409 

18,560 

98,771 

131,021 

221,998 

1,721 
1,536 
2,914 
3,504 

59 

134 

94 

59 

1,802,661 
7,653,160 
U,  066, 150 
12,S26,105 

126,010 
379,794 
491,312 
321,317 

1,431 
2,^10 
2,552 
3,«J5 

CHART  2 

AMOUNT  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE  FOR  STORES  OP 
DIFFERENT  SIZE,  ON  CORNER  AND  NOT  ON  CORNER,  1919 

Amount  of 
Classified  Het  Sales 

Total  per  100  sq.  ft» 

Net  Sales  of 

(In  000*  s)         Location  Floor 

Space 


§0    $1,000  §2,000  03,000  ^$4^000 


Under  ^40 


$40  to  $80 


|80  to  $180 


$180  &  Over 


On  Comer 
Not  on  Gorner 

On  Corner 
Not  on  Comer 

On  Corner 
Not  on  Corner 

On  Comer 
Not  on  Coimer 


Jl,721 
1,431 

1,556 
2,010 

2,914 
2,252 

5,504 
5,805 
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|0        $1,000     §2,000     §3,000     §4,000 


sion  of  one  store  which  has  sales  of 
only  $264  for  this  unit  of  area.  The 
total,  however,  shows  the  comer  stores 
selling  more  per  unit  than  those  lo- 
cated on  inside  positions.  When  the 
stores  of  different  size  are  compared 
for  the  two  locations,  as  in  Chart  2, 
the  amount  of  sales  shown,  except  for 
stores  of  one  size,  increases  with  the 
amount  of  the  total  net  sales. 

Chart  3  shows  that  stores  on  cor* 
ners,  which  had  less  than  $40,000  total 
net  sales  in  1919,  sold,  on  the  average, 
60.3  per  cent,  of  the  amount  sold  by 
all  stores  occupying  this  location.  The 
corresponding  proportion   for  stores 


of  the  same  size,  but  occupying  inside 
positions  was  57.7  per  cent.  Moreover, 
those  stores  with  total  net  sales  of 
$40,000  to  $80,000  in  1919,  both  on  cor- 
ner and  inside  positions,  sold  distinctly 
less  per  100  square  feet  of  floor  space 
than  was  characteristic  of  all  of  the 
stores  when  treated  as  a  total.  For 
the  larger  stores — those  with  total  net 
sales  of  $180,000  and  over,  with  cor- 
ner and  not  with  corner  positions — the 
sales  were  greater  than  the  average 
for  all  of  the  stores,  the  amount  in 
excess  of  the  average  being,  for  the 
19  corner  stores,  22.7  per  cent,  and  for 
the  33  inside  stores,  53.3  per  cent. 


CHART  3 

PER  CENT.  WHICH  AVERAGE  AMOUNT  OP  NET  SALES  PER  100  SQUARE  FEET  OP 
FLOOR  SPACE,  IN  STORES  OF  DIFFERENT  SIZE,  IS  OF  AMOUNT  IN  ALL  STORES, 

1919 


ateres  on  Comars 


Itotal 
Set  Sole* 

tw  Cent. 

?er 
Cent. 

c 

•«.0    4p     6.0     8.0    KJO   190  14D 

100.0 
60.3 

illl  stores. 
Itadep  »40,000 

«MMHI 

$40,000  to     180,000 
180,000  to  1180,000 

■■■■■ 

55.8 
102.0 
122.7 

$180,000  fc  Over 

( 

>      20     40    60     80    100  120  140 
Per  Cent* 

In  the  discussion  above  only  the 
average  amounts  of  net  sales  per  100 
square  feet  of  floor  space  for  stores 
of  different  size  are  presented.  An 
equally  significant  fact  is  the  num- 
ber of  stores  of  each  size  which  have 
different  amounts  of  sales  for  this 
unit.  For  stores,  classified  by  amount 
of  total  net  sales  and  by  corner  and 
inside  positions,  the  numbers  are  given 


stores  not  on  Comer« 

?er  Cent. 
I     40     6.0    8.0    190  igo  3^  160 


Cent» 

100.0 
67.7 
81.0 
90.7 

153.5 


SO    40    60     80    100   120  140   160 
Per  Cent. 

in  Tables  9  and  10.    These  tables  con- 
tribute to  the  value  of  Table  8. 

From  Tables  9  and  10,  the  reader 
may  see  the  number  of  stores  by  size, 
as  grouped,  which  have  different 
amounts  of  net  sales  per  100  square 
feet  of  floor  space.  The  details  sup- 
port the  average  amount  which  is 
given  for  each  store  group.  The  na- 
ture of  the  distribution  of  the  stores 
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TABLE  9 


NUMBER  OF  STORES  ON  A  CORNER  HAVING  CLASSIFIED  AMOUNTS  OP  NET  SALES 
PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  1919 


Average 

Amount  of 

Net  Sales 

Per  100 

eq.  ft. 

of 

Floor  Space 

Buinber  of  Stores  Having  Clasolfled  Net  Sales 
Per  100  sq.  ft.  of  Floor  Space,  1919. 

Total 
Bet  Salea 

Total 

Under 
il,000 

$1,000 

to 
$1,500 

$1,500 
$2,000 

$2,000 

to 
^,500 

$2,500 
$3,000 

$3,000 

.  to 
$3,500 

$3,500 
$4,000 

$4,000 

to 
$5,000 

$5,000 

and 

Over 

Total 

$2,656 

88 

3 

8 

14 

15 

16 

11 

7 

7 

7 

Under  $40,000 
$40,000  to  $80,000 
080,000  to  1180,000 

:)180,000  and  Over 

1,721 
1,536 
2,914 
5,504 

11 
26 
32 
19 

1 
2 

2 
6 

4 
4 
4 
B 

2 
6 
5 
2 

7 
7 
2 

2 

1 
6 
2 

4 
5 

1 
6 

5 
2 

TABLE  10 

NUMBER  OP   STORES  NOT  ON   A   CORNER  HAVING   CLASSIFIED  AMOUNTS  OP  NET 
SALES  PER  100  SQUARE  FEET  OP  FLOOR  SPACE,   1919 


Clasalfled 

Total 
Net  Sales 

Average 

Asjomit.  0" 

Nmnber  of  Stores  Having  Classified  Net  Sales 
Per  100  sq.  ft.  of  Floor  Space,  1919. 

Per  ICO 

sq.  ft. 

of 

Floor  Space 

Total 

under 
$1,000 

$1,000 

to 
$1,500 

$1,500 

to 
$2,000 

$2,000 

.  to 
$2,500 

$2,500 

to 
$3,000 

$3,000 

to 
$3,500 

$3,500 
.  to 
$4,000 

$4,000 
$5,000 

Over 

Total 

$2,482 

520 

22 

40 

61 

58 

52 

31 

18 

15 

23 

Under  $40,000 
$40,000  to  $80,000 
$80,000  %c  #180,000 

$180,000  and  Over 

1,431 
2,010 
2,258 
S.805 

59 
134 
94 
53 

11 
7 

4 

14 
IS 
10 

1 

17 
S9 
14 

1 

6 
29 
IS 

8 

6 
26 
IS 

7 

4 
14^ 
10 

3 

7 

n 

1 
S 
9 
2 

4 

8 
11 

which  make  up  the  average  for  each 
group  of  stores  by  size,  for  the  two 
locations,  is  shown  in  Tables  11  to  14, 
inclusive.  From  these,  any  tendency 
for  the  stores  to  be  similar  or  widely 
different  in  this  respect  may  be  seen 
by  inspection.  Any  merchant  may 
readily  compare  his  store  with   the 


average  for  the  group  in  which  it  falls 
and  at  the  same  time  know  the  num- 
ber of  stores  Which  is  used  in  the  aver- 
age figure  set  up  as  a  standard.  De- 
tailed study  of  Tables  9  to  14,  inclu- 
sive, will,  it  is  hoped,  prove  instruc- 
tive. 


TABLE  11 

I^UMBER  AND  PER   CENT.  OF  STORES  ON  A   CORNER  AND   NOT  ON   A   CORNER  BY 
CLASSIFIED  AMOUNTS  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  WITH 
SALES  UNDER   $40,000,    1919 


Classified 

Stores  on  a  Comer 

Stores  not  on  a  Comer 

Amounts  of  Sales 

yer  100  sq.  ft. 

of 

Hunber 

Per  Cent. 

Nuiiiber 

Per  Cent. 

Floor  Spao& 

Anjount               Graphic 

AaiDunt                 Graphic 

Total 

11 

Per  Cent. 
100.0     0     10     20      30     40 

59 

Per  Cent. 
100.0     0        10     20     30     40 

ITnder  $1,000 
$1,000  to  $1,500 
$1,500  to  $2,000 
$2,000  to  $2,500 
$2,500  to  $3,000 
$3,000  to  $3,600 
$3,500  to  $4,000 
$4,000  to  $5,000 
$5,000  and  Over 

1 
2 
4 
2 

2 

•• 

0.1 
18.2 
36.3 
18.2 

18.2 

11 

14 

17 

6 

6 

4 

1 

18.6 
23.7 
20.8 
10.2 
10.2 
6.8 

1.7 

1 

TABLE  12 


NUMBER  AND  PER  CENT.   OF  STORES  ON   A  CORNER  AND  NOT  ON   A   CORNER  BY 
CLASSIFIED  AMOUNTS  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  WITH 

SALES  OF  $40,000  TO  $80,000,  1919 


Classified 
Araoiints  of  Sales 

Stores  on  a  Comer 

Stores  not  on  a  Comer 

Per  100  sq.   ft. 
of 
Floor  Space 

Ntuaber 

Per  Cent. 

Vaaatet. 

Per  Cent. 

Amount                Graphic 

Amoxmt               Graphic 

Total 

26 

Per  Cent. 
100.0     0      10     20     30     40 

134 

Per  Cent, 
100.0    0    10    2p    go    4p 

Under  $1,000 
$1,000  to  §1,500 
$1,500  to  $2,000 
$2,000  to  $2,500 
$2,500  to  $3,000 
$3,000  to  $3,500 
$3,500  to  ^,000 
$4,000   to  ^,000 
$5,000  and  Over 

2 
6 
4 
6 
7 
1 

7.7 
23.1 
15.4 
23.1 
26.9 

3.8 

BH^HIHB 

7 

15 

29 

29 

26 

14 

7 

3 

4 

5.2 

11.2 

21.7 

21.7 

19.4 

10.4 

5.2 

2.2 

3.0 

1 

27 


TABLE  13 

NUMBER  AND  PER  C?ENT.  OF  STORES  ON  A  CORNER  AND  NOT  ON  A  CORNER  BY 
CLASSIFIED  AMOUNTS  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  WITH 

SALES  OF  $80,000  TO  $180,000,  1919 


Classified 

Anounta  of  Sales 

Per  100  sq.  ft. 

of 

Floor  Spac« 

Stores  on  a  Comer 

store*  not  on  a  Comer 

Ntmiber 

fer  Cent. 

Nunber 

Per  Cent. 

Amount 

Graphic 

£inoant 

Graphic 

Total 

32 

lOQ.O 

Per  Cent. 
0     10     20     30     40 

94 

100.0     ^ 

Per  Cent. 
10     20     30     40 

trader  |l,000 

- 

- 

4 

4.3 

|l,000  to  |1,500 

- 

- 

10 

10.6 

■■ 

^1,500  to  |2,000 

12.5 

■■ri 

14 

14.9 

■■■ 

♦i2,000  to  #2,500 

15.6 

tmmm 

15 

16.0 

■IHi 

#2,500  to  #3,000 

21.9 

■HMi 

13 

13.8 

tmm 

#3,000  to  #3,500 

18.8 

HBHl 

10 

10.6 

■■ 

#3,800  to  #4,000 

12.5 

■■ 

^1 

11.7 

MB 

#4,000  to  #5,000 

3.1 

■ 

9 

9.6 

■■ 

#5,000  and  Orer 

5 

15.6 

■^ 

8 

8.5 

■" 

TABLE  14 


NUMBER  AND  PER  CENT.  OF  STORES  ON  A  CORNER   AND  NOT  ON  A  CORNER  BY 
CLASSIFIED  AMOUNTS  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE,  WITH 
SALES  OF  $180,000  AND  OVER,  1919 


Classified 

Stores  on  ( 

I  Comer 

Stores  not  on  a  Comer 

Amounts  of  Sales 

Per  100  sq.  ft. 

of 

Nurtber 

Per  Cent. 

Nujriber 

Per  Cent. 

Floor  Space 

Amount 

Graphic 

Amo\mt 

Graphic 

Total 

19 

100.0 

Per  Cent. 
}     10     2p     30     40 

33 

100.0  J 

Per  Cent, 
>     10     20     30     40 

Under  |1,000 

. 

- 

- 

- 

#1,000  to  #1,500 

- 

• 

1 

3.0 

I 

#1,500  to  §2,000 

2 

10.5 

■i 

1 

3.0 

I 

#2,000  to  $2,500 

2 

10.5 

■■ 

8 

24.2 

■■■■■ 

#2,500  to  #3,000 

2 

10.5 

^ 

7 

21.2 

iHHBl 

#3,000  to  #3,500 

d 

10.5 

HV 

3 

9.1 

■■ 

#3,500  to  #4,000 

3 

15.8 

■■■ 

- 

- 

#4,000  to  #5,000 

6 

31.7 

■■■■■■i 

2 

6.2 

■1 

#5,000  and  Over 

2 

10.5 

■■ 

11 

33.3 

1 1  .  ,  .  .  ■  1  ■     ,  .aaa 

28 


2. TOTAL  NET  SALES  PER   100  SQUARE 

FEET  OP  FLOOR  SPACE  IN  STORES 
WITH  FIFTY  OR  MORE  PER  CENT.  OF 
THEIR  FLOOR  SPACE  ON  THE  FIRST 
FLOOR,  LOCATED  ON  A  CORNER  OR 
ON  AN  INSIDE  POSITION. 

If  the  groups  of  stores,  having  50 
per  cent,  or  more  of  their  total  area 
on  the  first  floors,  are  compared  by- 
size,  in  order  to  determine  the  amount 
of  sales  per  100  square  feet  of  floor 
space,  the  following  difference  is  seen : 
stores  on  a  corner  sell  $2,392  per  100 


square  feet,  while  those  not  on  a  cor- 
ner sell  $2,207.  This  is  a  difference 
of  $185  or  8.4  per  cent,  when  all  stores 
are  considered.  The  net  effect  of 
eliminating  stores  which  do  not  ful- 
fill this  condition  is  to  make  those 
compared  more  homogeneous  and  the 
contrast  of  the  two  positions  more  di- 
rect and  complete.  In  fact  only  one- 
third  of  the  stores  having  net  sales  of 
$180,000  and  over  are  included  in  this 
comparison.  The  results  of  the  com- 
parison are  shown  in  Tables  15  and  16 
and  in  Chart  4. 


TABLE  15 

NUMBER  OF   STORES,   CLASSIFIED  BY   SIZE,   LOCATION,   AVERAGE  PERCENTAGE  OP 

FLOOR  SPACE  ON  FIRST  FLOOR,   AND  AVERAGE  AMOUNT  OF   NET  SALES  PER   100 

SQUARE  FEET   OP  FLOOR  SPACE,   1919 


Floor  Space 

on 
First  Floor 
(Per  Cent) 

Stores  on  a  Corner 

Stores  not  on  a  Comer 

ClaBBlfled 

Jotal 

Ket  Salea 

Number 

Total 
Bet  Sales 

Total 

Floor 

Space 

(sq.  ft.) 

Amount  of 
Net  Sales 

per 
100  eq.  ft. 

Floor 
Space 

Nunber 

Total 
Hot  sues 

fetal 

Floor 

Spafte 

(sq.  ft.) 

Anotrnt  of 
Het  Sales 

per 
100  sq.  ft. 

Floor 
Space 

Total  (Average) 

50  and  Over 

75 

♦7,098,043 

296,702 

|2,392 

297 

$24,208,306 

1,096,906 

$2,207 

Under  #40,000 
$40,000  to  $80,000 
180,000  to  $180,00a 

5180,000  and  Over 

SO  and  Over 
50  and  Over 
50  and  Over 
50  and  Over 

U 
26 
52 
6 

519,366 
1,516,712 
3,818,088 
1,443,877 

18,560 
98,771 
131,021 

48,350 

1,721 
1,536 
2,914 
2,986 

59 
133 
94 
11 

1,802,661 
7,595,160 
11,066,150 
3,746,335 

126.010 
577,994 
491,312 
101,590 

1.431 
2,009 
2,258 
3,688 

TABLE  16 

AVERAGE  AMOUNT  OF  NET  SALES  PER   100   SQUARE  FEET   OP  FLOOR   SPACE  IN 
STORES  OF  DIFFERENT  SIZE  HAVING  50  OR  MORE  PER  CENT.  OF  FLOOR  SPACE  ON 

THE  FIRST  FLOOR,   1919 


Average  Amount  of  Net  Sales  Per  loo  Square 
Feet  of  Floor  Space 

Total 
Bet  Sales 

Stores 
on  a 
Comer 

Stores 

not 

on  a 

Corner 

Corner  Stores  Uore  or  Less 
than  Stores  not  on  Corners 

Amoiant 

Per  Cent. 

All  Stores 

$2,392 

^J2,207 

5185 

8.4 

Under  *40,000 
$40,000  to  $80,000 
$80,000  to  ^180,000 

5130,000  and  Over 

X,720 
1,536 
2,914 
2,906 

1,431 
2,009 
2,352 
3,608 

280 
-473 
662 

-702 

20.2 
-23.5 
29.4 

-19.0 

29 


CHART  4 


PER  CENT.  WHICH  AVERAGE  AMOUNT  OF  NET  SALES  PER  100  SQUARE  FEET  OF 
FLOOR  SPACE  IN  STORES  OF  DIFFERENT  SIZE,  HAVING  50  OR  MORE  PER  CENT.  OF 
PLOOE  SPACE  ON  THE  FIRST  FLOOR,  IS  OF  THE  AMOUNT   IN   ALL  STORES,   1919 


Claaslfled 

Total 
Het  Sales 


Stores  on  Corners 


Per  Cent. 


Per 

Cent. 


40     60      80    100  120  140 


All  Stores 

Ttoder  ^0,000 
$40,000  to     $80,000 
#80,000  to  $180,000 

■■■■■■1 

f 180, 000  ana  Over 

40     60    80     100  120  140 
Per  Cent. 


Stores  not  on  Comers 


Per 
Per  Cent.                                  Cent. 

?0     4iO    6P     8p    V)0  1^0   1.40  IpO  1.80 

20    40     60     80    100  120  140   160  180 
Per  Cent. 


3. — ^TOTAL  ISTET  SALES  PER  100  SQUARE 
FEET  OF  FLOOR  SPACE — ^BASEMENT 
EXCLUDED  —  IN  CORNER  STORES 
VSTHICH  OCCUPY  FIRST,  AND  FIRST 
AND  SECOND  FLOORS. 

In  the  67  comer  stores,  shown  in 
Table  17,  which  occupied  only  the 
first  floor,  the  average  amount  of  sales 
per  100  square  feet  of  floor  space, 
with  the  basement  area  excluded,  is 
$3,272,  and  for  the  12  stores  similarly- 
located,  but  which  occupied  the  first 
and  second  floors,  it  is  $2,748.  It  should 
be  noted  that  these  stores  occupy  cor- 
ner positions,  that  the  basement  areas 
have  been  excluded  in  calculating  floor 


space,  and  that  they  are  homogeneous 
in  respect  to  the  type  of  business  done. 
While  the  number  of  stores  occupying 
both  the  first  and  second  floors  is  too 
small  to  serve  as  a  basis  for  broad  gen- 
eralization, the  difference  in  the 
amount  of  sales  per  unit  of  floor  space 
is  large  enough  to  challenge  attention, 
and  to  suggest,  if  not  prove,  that  the 
first  floor  has  an  advantage  as  a  sales 
area  over  the  combined  first  and  second 
floors.  All  of  the  conditions,  tending 
to  explain  this  difference,  are  not  in- 
cluded in  the  types  of  floor  space,  but 
undoubtedly,  one  important  fack>r  is 
given  consideration. 


TABLE  17 

NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE  (BASEMENT  EXCLUDED)  IN 
STORES  LOCATED  ON  A  CORNER,  BY  FLOORS  OCCUPIED 


Nurtber 

or 
stores 

Total 

Basement 
£3ccluded 

Sales 

Floora  Occupied 

Total 

Per  100 

eq.  ft.  of 

Floor 

Space 

Wrst  Floor  Only 

first  and  Second 
Ploora 

67 
12 

208.331 
74,611 

^,816,109 
2,050,056 

#8,872 
2,748 
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4. — TOTAL  NET  SALVES  PER  100  SQUARE 
FEET  OF  FLOOR  SPACE  IN  STORES 
LOCATED  ON  CAR  OR  INTERURBAN 
LINES  AND  THOSE  NOT  SO  LOCATED 
—1919. 

Still  another  comparison  may  be 
made  with  respect  to  the  location  of 
stores  and  sales  per  unit  of  floor  space. 
Other  things  being  equal,  stores  con- 
tiguous to  transportation  facilities 
have  a  distinct  advantage  in  relation 
to  sales  over  those  not  so  located.  Table 
18  is  constructed  to  show  the  effect  of 
this  factor. 

There  were  213  stores  which  re- 
ported their  location  as  being  "on  a 
street  car  line  " ;  50  being  at  a  transfer 
point,  and  163,  not  being  so  located. 


Their  sales  per  unit  of  floor  space 
were,  respectively,  $8,375,  $4,221, 
and  $3,116.  From  this  experience, 
stores  at  a  transfer  point  sold  on  the 
average  $1,105  or  35.5  per  cent,  more 
per  100  square  feet  of  floor  space  than 
did  those  located  on  a  car  line  but  not 
at  a  transfer  point.  There  were  132 
stores  which  reported  their  location 
as  being  *  *  on  an  interurban  line  " ;  29 
being  at  a  transfer  point  and  103  not 
being  so  located.  Their  sales  per  unit 
of  floor  space  were,  respectively,  $3,- 
244,  $3,174,  and  $3,262.  Of  these 
stores,  those  located  at  a  transfer  point 
sold  on  the  average  $88  or  2.8  per 
cent,  less  per  100  square  feet  of 
floor  space  than  did  those  not  so  lo- 


TABLE  18 

AVERAGE  AMOUNT  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE   (BASE- 
MENT excluded),  for  STORES  CLASSIFIED  WITH  RESPECT  TO  TRANSPORTATION 

FACILITIES,    1919 


Location  of  Stores  wltb 

Respect  to  Transportation 

Facilities 

NTjmber 

of 
Stores 

Total 
Net  Sales 

Total 

Floor 

Space 

(sq.  ft.) 

Average 
Amount  of 
net  Sales 

per  100 

sq.  ft.  of 

Floor  Space 

On  a  Street  Car  Line      Total 

213 

$32,059,497 

950,026 

$3,375 

At  a  Transfer  Point 
Hot  at  a  Transfer  Point 

50 
163 

9,391,108 
22,668,389 

222,503 
727,523 

4,221 
3,116 

On  an  Interurban  Line     Total 

132 

17,332,605 

534,309 

3,244 

At  a  Transfer  Point 
Hot  at  a  Transfer  Point 

29 
103 

5,480,287 
13,852,318 

109,655 
424,654 

3,174 
3,262 

Heitlier  on  a  Street  Car 
Line  nor  an  Interurban 

Line    Total 

166 

10,686,201 

441,381 

2,421 
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cated.  From  this,  it  would  appear  that 
location  at  a  transfer  point  on  an  in- 
terurban  line  offers  no  advantage,  but 
rather  a  disadvantage.  The  truth 
probably  is  that  most  of  the  stores 
located  on  an  interurban  line  were  in 
cities  of  moderate  size  and  that  cus- 
tomers having  taken  advantage  of  an 
interurban  to  reach  the  stores,  did  not 
favor  those  which  were  readily  avail- 
able at  transfer  points. 


The  amount  of  sales  per  100  square 
feet  of  floor  space  for  stores  located 
neither  on  a  street  car  line  nor  on  an 
interurban  line  was  $2,421.  This  is  a 
difference  of  $954  or  39.4  per  cent,  in 
favor  of  stores  located  on  car  lines, 
and  $823  or  34.0  per  cent,  in  favor 
of  those  located  on  interurban  lines. 
The  detailed  facts  bearing  on  sales 
under  the  above  conditions  are  given 
in  Table  18  and  in  Chart  5. 


CHART  5 

AVERAGE  AMOUNT  OF  NET  SALES  PER  100  SQUARE  FEET  OF  FLOOR  SPACE 

(basement  EXCTLUDED)    for  STORES  CLASSIFIED  WITH  RESPECT 

TO  TRANSPORTATION  FACILITIES,  1919 


Looatlon 

On  a  Straat  Car  Lina 

At  a  Tranafor  Point 
Not  at  a  Tranafer  Point 

Ott  an  Zntax*urban  t.^w«» 

At  a  Xranafar  Point 

Not  at  a  n>ansf er  Point 

Saithor  on  a  Street  Car  Line 

nor  an  Interurban  Line 


Ip    11,900  |2,000  $3,000  ^,000  ^5,000 


$0 


1 1    ■  ■'  I  ■  ■  ■   t   I 

$1,000  $2,000  |9,000  |4,000  |S,000 


Amormt  of 
Sales  per 
100  sq.  ft. 

Floor  Spaca 

Dlfferenoe 
Actual        J;^,. 

$3,375 

4,221 

♦#846 

♦25.1 

3,116 

-  259 

.7.7 

3,244 

3,174 

•$70 

-2.2 

3.262 
2,421 

♦  13 
V  823* 

♦0.6 

.28.3^ 
-25.4* 

1.  Amount  and  par  oont.  differencO  baaed  on  atorea  on  atreet  oar  linea. 
2m   ABOunt  and  par  cent,  differanoe  based  on  stores  on  interurban  Zinsa* 
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V.    NUMBER  ANID  VALUE  OF  SUITS  OF  CLOTHES  SOLD, 
1919,  1918,  AND  1914 


1. — ^NUMBER  AND  VALUE  OF  SUITS  OF 
CLOTHES  SOLD,  BY  YEARS,  AND  THE 
AVERAGE  PRICES  OF  SUITS  SOLD. 

An  interesting  phase  of  the  sales 
data,  which  were  supplied  by  the 
stores  reporting,  is  the  number  and 
value  of  suits  of  clothes  sold  by  stores 
of  different  type  and  size  during  the 
years  1919,  1918,  and  1914. 

In  1919,  128  stores  reported  162,- 
675  suits  of  clothes  sold  at  the  price- 


groups  specified  in  the  questionnaire. 
The  total  sales  value  of  these  suits 
was  $6,045,885.  In  1918,  104  stores 
reported  96,010  suits  of  clothes  sold, 
the  value  being  $2,645,405.  In  1914, 
56  stores  reported  40,519  suits  of 
clothes  sold,  the  value  being  $819,490. 
These  facts,  together  with  the  number 
of  suits  of  clothes  sold  per  store  and 
the  average  price  of  the  suits,  are  set 
out  in  Table  19. 


TABLE   19 

NUMBER  OF  STORES  AND  NUMBER  AND  VALUE  OF  SUITS   OF   CLOTHES  SOLD  IN 

1919,    1918,    AND    1914 


UtaBber 

of 
Stores 

Stilts  of  Clotlies  Sold. 

Per  Cent  which  Average 
Value  of  Suits  In  1918 
and  1914  Is  of  the 
Value  in  1919. 

0          25^'^*'      76          100 

Years 

Nuntoer 

value 

Btanber 
of  Suits 
per  Store 

Average 
Value 

Per 
Cent. 

1919 
1918 
1914 

128 

104 

56 

162,675 
96,010 
40,.519 

16,045,885 

2,645,405 

819,490 

1,271 
925 
724 

#37.17 
27.55 
20.22 

100.0 
74.1 
54.4 

2. — mjMBER    AND   VALUE   OF    SUITS    OF 
CLOTHES   SOLD,    BY   SIZE   OF   STORE, 

1919,  1918,  AND  1914. 

The  price-groups  at  which  suits  of 
clothes  were  sold  in  1919,  1918,  and 
1914  are  shown  in  Table  20  and  Chart 
6.  The  Table  gives  the  number  of 
suits  of  clothes  sold  and  the  aggregate 
value,  while  the  chart  shows  the  per 
cents  which  the  sales  at  each  price- 
group  are  of  the  total  sales.  In  1919, 
30.4  per  cent,  of  the  suits  were  sold 


at  less  than  $30,  while  in  1918  and 
1914,  the  corresponding  percentages, 
respectively,  were  62.5  and  91.9.  The 
average  price  of  suits  of  clothes  sold 
in  1919  was  $37.17;  in  1918,  it  was 
$27.55,  and  in  1914,  $20.22. 

For  each  of  the  years  1919,  1918, 
and  1914,  the  per  cent,  of  suits  of 
clothes  which  were  sold  for  less  than 
$40  and  for  $40  or  more  is  shown  for 
cities  of  different  size  in  Tables  21, 
22,  and  23,   and  the  accompanying 
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TABLE  20 


NUMBER  AND  VALUE  OP  SUITS  OP  CLOTHES  SOLD  AT  CLASSIFIED  PRICES  DURING 

1919,   1918,  AND   1914 


Years 

Prices  of 

Suite 

1919 

1918 

1914 

Nuiriber 
of  Suits 

Value 

Number 
of  Suits 

Value 

Ntariber 
of  Suits 

Value 

Total 

162,675 

$6,045,885 

96,010 

$2,645,405 

40,519 

$819,490 

Under  $20 
$20  to  $30 
$30  to  $40 
$40  to  $50 
$50  to  $60 
$60  to  $80 
$80  and  Over 

16,516 
32,977 
48,996 
39,307 
17,335 
7,117 
427 

247,740 

824,425 

1,714,860 

1,768,815 

953,425 

498,190 

38,  430 

25,215 

34,770 

25,029 

8,764 

1,923 

302 

7 

378,225 
869,250 
876,015 
394,380 
105,765 
21,140 
630 

22, 908 

14,359 

2,948 

302 

1 
1 

343,620 

358,975 

103,180 

13,590 

55 

70 

i 


CHART  6 

PER  CENT.  OP  NUMBER  OP  SUITS  OP  CLOTHES  SOLD  AT  VARIOUS  PRICE-GROUPS 


Erices  of 
Suits 

1919 

p      ID      aO      ^      4D 

TKader  $20 
$20  to  $30 
$30  to  $40 
$40  to  $&0 
$50  to  $60 
$60  to  $80 
$80  h  Over 

10     20     30 
P«r  Gent, 


Per 
Cent. 


10.1 
20.3 
30.1 
24.2 
10.6 
4.4 
0.3 


1918 

M   a?   ap 


jp 


Per 
Cent. 


as.s 

36.2 

26.1 

9.1 

2.0 

O.S 

« 


lb     20     30     «> 
Per  Cent. 


1914 
10     a)      3D     4L)       S)     60 


Per 
Centt 


56.5 

35.4 

7.3 

0.8 


I        I        I        I        I 1 

10     20      30     40      ^60 

Per  Cent. 


Less  than  one-tenth  Per  Cent, 
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Average  Value  of  Suits  of  Clothes  Sold 


Years  Q_ 
1919 
1918 
1914 


20 


30 


IS  io  35" 

iinounts  In  Collars 


_4p  Amount 

$37.1jr 

27.55 

20.22 


lb 


TABLE  23 

NUMBER  AND  VALUE  OF  SUITS  OF   CLOTHES  SOLD  IN   1919,  AND   THE  NUMBER 
AND  PER  CENT.  OF  SALES  AT  PRICES  UNDER  $40  AND  $40  AND  OVER 


Sales  of  Suits  of  Clothes 

Per  Cent,  of  Nvmber  of 
Suits  of  Clothes 

Number 

of 
Stores 

Value 

Total  Number 

Graphic 

Per  Cent. 

Size  of 

City 
{In  000' b) 

Vndev 
$40 

Under           $40  and 
$40                 Over 
§40  and        | 1                  ■■         Undor 

^^^^                      Per  cent.                    ^^° 
0        20       40       60     80     100 

$40 
and 
Over 

128 

$6,045,885 

98,489 

64,186 

60.5 

Total 

39.5 

Under  20 

92 
9 

11 
3 
3 

10 

1,574,980 
332,950 
567,900 
209,585 
488,125 

2,872,545 

29,007 
6,817 
6,176 
3,338 
6,640 

46,511 

15,319 
2,727 
7,305 
2,155 
5,896 

30,784 

65.4 
71.4 
45.8 
60.8 
53.0 
60.2 

34.6 

20  to     40 

28.6 

40  to     80 

54.2 

80  to  120 

39.2 

120  to  200 

47.0 

200  and  Over 

^^^ 

39.8 

graphic  summaries.  In  1919,  60.5  per 
cent,  of  the  suits  of  clothes  were  sold 
at  less  than  $40 ;  in  1918,  the  percent- 
age was  88.6 ;  and  in  1914,  it  was  99.2. 


Ob  the  basis  of  the  stores  reporting, 
for  cities  of  different  size,  rather  large 
differences  are  found  in  the  propor- 
tion of  suits  of  clothes  sold  for  less 


TABLE  22 

KUMBER  AND  VALUE  OP  SUITS  OF   CLOTHES  SOLD  IN   1918,   AND  THE  NUMBER 


AND  PER  CENT.   OF  SALES  AT  PRICES  UNDER  $40  AND  $40  AND  OVER 

Sales  of  Suits  of  Clothes 

^"iu5l^*oFcmii  °^ 

Number 

of 
Stores 

Value 

Total  Number 

Graphic 

Per  Cent. 

Size  of 

City 
(In  000' s) 

Under 
$40 

$40  and 
Over 

Under         §40  and 
$40               Over 
1=1               ■■§ 

Per  Cent. 
20      40      60      80     IC 

Ifeder 

$40 
Over 

104 

$2,645,405 

85,014 

10,996 

88.6 

11.4 

74 
8 
8 
3 
3 
8 

754,950 
184,725 
311,590 
167,675 
238,645 
987,820 

25,758 
6,098 
8,341 
3,975 
7,679 

33,163 

2,364 
762 

1,799 

1,244 
714 

4,113 

91.6 
88.9 
82.3 
76.2 
91.5 
89.0 

Bnfler  20 

8.4 

20  to     40 

11.1 

40  to    80 

17.7 

80  to  120 

23.8 

120  to  200 

8.5 

200  and  Over 

* 

11.0 

35 


than  $40,  and  for  $40  and  more.  Too 
much  significance,  however,  ought  not 
to  be  assigned  to  these,  in  view  of  the 
small  number  of  stores  reporting  in 
cities  with  population  of  20,000  and 
over.  The  significant  comparison  is 
between  the  different  years  and  not 
the  cities  of  different  size. 

The  prices  of  suits  of  clothes  sold 
in  1919  may  also  be  analyzed  by  stores 


classified  by  the  amount  of  total  net 
sales.  For  this  purpose,  details  are 
available  for  126  stores.  While  the 
average  price  is  essentially  uniform  in 
stores  of  different  size,  the  per  cent, 
of  suits  of  clothes  sold  at  the  different 
prices  noticeably  varies.  The  results 
of  this  analysis  are  set  out,  first  in 
Tables  24  and  25,  and  second  in 
Chart  7. 


TABLE  23 

NUMBER  AND  VALUE  OF  SUITS  OF   CLOTHES   SOLD   IN   1914,   AND  THE  NUMBER 
AND  PER  CENT.  OF  SALES  AT  PRICES  UNDER  $40  AND  $40  AND  OVER 


Sales  of  Suits  of  Clothes 

'•iuJlfol^cSSSlS"' 

Size  of 

City 
(In  000' 8) 

Stores 

Value 

Total  Number 

Graphic 

Per  Cent. 

Under 
$40 

Under         $40  and 
$40  and           $40               Over 
Over           <      >              ■■ 

0      ao    ^^"^1^90    1 

po 

$40 
and 
Over 

56 

$819,490 

40,215 

304 

99.2 

Total 

0.8 

40 
5 
5 
1 
2 
3 

320,245 
68,640 

119,510 
46,000 

113,855 

151,240 

15,747 
3,810 
5,471 
1,950 
5,649 
7,588 

45 
2 
23 
50 
14 
170 

99.7 
99.9 
99.6 
97,5 
99.8 
97.8 

Under  20 

0.3 

20  to     40 

0*1 

40  to     80 

0.4 

80  to  120 

2«5 

120  to  200 

o.e 

200  and  Over 

2.2 

TABLE  24 

AVERAGE  PRICE,  TOTAL  VALUE,  NUMBER  AND  PER  CENT.  OF  SUITS  OF   CLOTHES 
SOLD   AT   DIFFERENT   PRICES   IN    1919,    IN    STORES    CLASSIFIED   BY    AMOUNT    OF 

TOTAL  NET  SALES 


ClftSBlfled 

Stores 

'•^tS' 

BuBbor  of  Suits  of  Clothes  Sold  a1>  Classified  Prices 

Total  Hot 
Sales 

(laOOO's) 

Total 

rr 

$30 

% 

«I8 

too 

tl8 

H 

Over 

Total 

126 

137.15 

^,030,460 

162,545 

16,516 

32,957 

48,861 

39,232 

17,290 

7,087 

408 

Tftuler  $40 
»40  to     #80 
#80  to  |180 

|180  and  Over 

25 

50 
37 
14 

35.59 
36.58 
86.50 
37.88 

179,615 

799,060 

1,543,385 

3,508,400 

5,047 
28,493 
42,287 
92,518 

790 
8,450 
3,990 
9,286 

1,148 
5,192 
7,792 
18,825 

1,361 
7,507 
15,202 
24,791 

955 

4,725 

10,355 

23,197 

525 
1,838 
5,746 

11,181 

227 

712 

1,176 

4,972 

41 
69 
86 
866 

36 


The  most  common  price-group  for 
all  of  the  stores  for  this  year  is  $30 
to  $40,  but  when  the  stores  are  classi- 


fied by  size,  the  percentage  of  suits  of 
clothes  sold  under  $40,  and  $40  and 
over,  varies  as  is  shown  in  Table  25. 


TABLE  25 

PER  CENT.   OP  NUMBER  OF   SUITS  OP  CLOTHES   SOLD  UNDER   $40   AND   $40  AND 
OVER,  IN  STORES  OP  DIFFERENT  SIZE,  1919 


Classified 

Total 
Net  Sales 
(m  000' s) 

Per  Cent,   of  Number  of  Suits  of  Clothes  Sold 

Per  Cent, 

Graphic 

Under  $40 

$40  and             ^18"         ^^gvl?'^ 

Over             , ,  Per  Cont.  .^ 

0        20       40      60       80       100 

60.57 

39.43 

Total 

Under  $40 

65.  S7 
67.35 
63.81 
57.18 

34.63 
32.65 
36.19 
42.82 

$40  to     §80 

$80  to  $180 

$180  and  Over 

TABLE  26 

NUMBER  AND  VALUE  OF  SUITS   OP  CLOTHES  SOLD  IN   56   IDENTICAL  STORES,   BY 
CLASSIFIED  PRICES,  DURING  1919,  1918,  AND  1914 


Years 

Prices  of 

Suits 
of  Clothes 

1919 

1918 

1914 

N\ajriber 
of  Suits 

Value 
of  Suits 

Nuiriber 
of  Suits 

Value 
of  Suits 

Number 
of  Suits 

Value 
of  Suits 

Total 

56,049 

$2,020,990 

43,026 

$1,190,305 

40,519 

$819,490 

Under  $20 
$20  to  $30 
$30  to  $40 
$40  to  $50 
$50  to  $60 
$60  to  $80 
$80  and  Over 

4,575 

15,916 

15,899 

11,362 

6,364 

1,864 

69 

68,625 
397,900 
556,465 
511,290 
350,020 
130,480 
6,210 

12,473 

13,741 

11,148 

4,430 

1,091 

136 

7 

187,095 

343,525 

390,180 

199,350 

60,005 

9,520 

630 

22,908 

14,359 

2,948 

302 

1 
1 

343,620 

358,975 

103,180 

13,690 

55 

70 

37 


CHART  7 

PER  CENT.  OF  NUMBER  OF  SUITS  OF  CLOTHES  SOLD  AT  SPECIFIED  PRICES,  1919 

All  Stores 


Specified 
Prices 

< 

)   10 

20 

so 

40 

Per 
Cent. 

10.2 
20.3 
30.1 
24.2 
10.6 
4.4 
0.2 

Humoer 

of 
Suits 

Under  $20 

^ 

16,516 

420  to  $S0 

■ 

32,957 

$30  to  $40 

jM 

48,861 

$40  to  $50 
$50  to  $60 
$60  to  $80 
$80  8e  Over 

im 

39,232 

" 

17,290 

7,087 

402 

.C 

10  20  30 
ter  Cent, 

40 

Stores  with  Sales  under  $40,000 


Stores  with  Sales  of  $40,000  to  $80,000 


•Specified 
Prices 


0   10  20  50  4p 

Under  $20 

mmm^ 

$20  to  $50 
$50  to  $40 
$40  to  $50 

— 

♦50  to  $60 
$60  to  $80 
|80  &  Oyer 

Per 
Cent. 


15,6 
22*8 
27.0 
18.9 
10.4 
4.5 
0.8 


10    20     30 
Per  Cent. 


40 


Hujriber 

of 
Suits 


AlOO. 

1,148 

1,361 

955 


227 
41 


Specified 
Prices 

C 

)      10 

20 

5? 

40 

I*er 
Cent. 

10.8 
23..1 
33.4 
21.0 
8.2 
.5.2 
0.5 

Nurtber 

of 
Salts 

Uiider  $20- 

— 

2,45a 

$20  tor  $30 

■H 

5,192 

$30  to  $40 

^m 

7,507 

$40  to  $50 

^H 

4,725 

$50  to  $60 
$60  to  $80 
$80  as  Over 

■ 

1,858 

712 

6t 

' 

)   10  20  30 
Per  Cent. 

40 

Stores  with  Sales  of  $80,000  to  $180,000- 


Stores  with  Sales  of  $180,000  &  Over 


Specified. 
Prices 

0   10 

20 

_2) 

^ 

Per 
Cent. 

9.4 

18.4 

55.9 

84.5 

8.9 

2.8 

0.1 

Number 

of 
Suits 

5,990 

7,792 

15,202 

10,555 

5,746 

1,176 

26 

Specified 
Prices 

< 

)  Ip  29  5p 

_*P 

Per 
Cent. 

10.0 
20.5 

26.8 

25.1 

12.1. 

5^4 

©♦3 

Wuiriber 

of 
Suits 

Uhder  $20 

■i 

« 

I 

Utader  $20 
$20  to  $30 
$50  to  $40 
$40  to  $50 
$50Jbo  $60 
$60  tp  $80 
$80  &.Over 

^ 

9,286 

$20  to  $50 

18,825 

$30  to  $40 

MM 

24,791 

$40  to  $50 

25,197 

$50  to  $60 
$60  to  $80 
$80  &  Oveir 

1 

11,181 

4,972 

266 

< 

>   10   20  90 
Per  Cent. 

— 1 

40 

< 

)   10  20  50 
fer  Gent. 

40 

88 


3. — NUMBER  AND  VALUE  OF  SUITS  OP 
CLOTHES  SOLD  IN  THE  SAME  STORES, 
1919,   1918,  AND  1914. 

In  order  more  fully  to  compare  the 
prices  of  suits  of  clothes  sold,  the  fol- 
lowing table  showing  the  number  and 
value  of  suits  of  clothes  sold  in  1919, 
1918,  and  1914,  for  identical  stores 
has  been  prepared.  In  each  of  the 
years,  56  stores,  selling  in  1919,  56,049 
suits  of  clothes;  in  1918,  43,026  suits 
of  clothes ;  and  in  1914,  40,519  suits  of 
clothes,  reported  details  which  may  be 
utilized  for  this  purpose.    This  repre- 


sents an  increase  in  the  number  of 
suits  of  clothes  sold  by  these  stores  in 
1919  over  1918  of  13,023  or  30.3  per 
cent. ;  and  over  1914  of  15,530  or  38.3 
per  cent.  The  corresponding  increase 
in  the  value  of  suits  of  clothes  sold 
in  1919  over  1918  was  $830,685  or 
69.8  per  cent,  and  over  1914,  $1,201,- 
500  or  146.6  per  cent.  The  average 
price  of  the  suits  of  clothes  sold  in 
1919  was  $36.05 ;  in  1918,  $27.66,  and 
in  1914,  $20.22.  These  and  other  facts 
are  set  out  in  Tables  26  and  27,  and 
in  Charts  8,  9,  and  10. 


TABLE  27 

NUMBER  AND  VALUE  OF  SUITS  OF  CLOTHES  SOLD  IN  56  IDENTICAL  STORES 
UNDER  AND  OVER  SPECIFIED  PRICES  IN  1919,  1918,  AND  1914 


feara 

1919 

1918 

1914 

Prlee» 
of 

Sulta  Sold 

Value 

Sulta  Sold 

Value 

Suits  Sold 

Value 

Sold 

Hunber 

Per  Cent, 
To?il 

Amount 

Per^^ent. 
Total 

Nujnber 

Per  Cent, 

of 

Total 

Anount 

Per  Cent. 
T0?il 

Number 

Per  Cent, 
To?il 

itaount 

'-r- 

Total 

56,049 

100.0 

$2,020,990 

100.0 

43,026 

100.0 

$1,190,305 

100.0 

40,519 

100.0 

$819,490 

100.0 

Under  $20 

4,575 

e.2 

63,625 

5.4 

12,473 

29.0 

187,095 

15.7 

22,908 

66.5 

543,620 

41.9 

Ohder  $30 

20,491 

56.6 

466,525 

8S.1 

26,214 

60.0 

550,620 

44.6 

37,267 

92  .t> 

702,595 

65.T 

Onder  $40 

56,590 

64.9 

1,022,990 

50.6 

37,562 

66.6 

920,800 

77.4 

40,215 

99.2 

805,775 

98.S 

ttodor  $50 

47,752 

85.2 

1,654,280 

75.9 

41,792 

97.1 

1,120,150 

94.1 

40,517 

lOO.O 

819,365 

100.0 

tJhder  $60 

54,116 

96.S 

1,884,500 

95.2 

42,883 

99.7 

1,180,155 

99.1 

40,518 

100.0 

819,420 

ioo.o 

Bbder  $80 

55,980 

99.9 

2,014,780 

99.7 

43,019 

lOO.O 

1,189,675 

99.9 

40,519 

100.0 

619.490 

100.0 

$80  and  Ovor 

69 

0.1 

6,210 

O.S 

7 

-• 

630 

0.1 

- 

- 

- 

- 

•Less  than  ono-tentit  of  one  per  cent. 


4. — NUMBER  AND  VALUE  OF  SUITS  OF 
CLOTHES  SOLD,  AND  THE  AVERAGE 
PRICE,  BY  GEOGRAPHICAL  DIVISIONS 
AND    YEARS. 

The  number  of  stores  reporting 
prices  of  suits  sold,  together  with  the 
number  of  suits  sold  in  1919,  1918, 
and  1914,  in  the  various  geographical 


divisions  of  the  country,  are  shown  in 
Table  28.  It  should  be  noted  that 
the  number  changes  for  the  dif- 
ferent years.  Identical  stores  were 
treated  above.  The  experience  upon 
which  the  averages  shown  in  Chart  11 
are  based  is  admittedly  small  for  some 
of  the  areas,  particularly  for  1914,  but 
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CHART  8 

PER  CENT.  OF  NUMBER  OF  SUITS  OF  CLOTHES  SOLD  IN  56  IDENTICAL  STORES,  BY 
CLASSIFIED  PRICES,  DURING   1919,   1918,   AND   1914 


1919 

1918 

Prices 

of  Suits 

of  Clothes 

Per 
5     Ip 

Cent. 
2.0     3.0 

Per 
Cent. 

8.2 
28.4 
28.4 
20.3 
11.3 

Prices 

of  Suits 

of  Clothes 

Under  $20 
$20  to  $30 
$30  to  $40 
$40  to  $50 
$50  to  $60 

0 

10 

Per 
20 

Cent, 
30 

1 
40 

Per 
Cent, 

^ 

Under  $20 

m 

1^ 

IB 

29.0 

$20  to  $30 

wmm 

■mm 

H 

i^l 

HV 

31.9 

1 

$30  to  $40 

III^H 

■■■■■ 

■ 

H 

25.9 

■ 
1 

■ 

$40  to  $50 
$50  to  $60 

IHHHi 

mi 

10.3 

■■ 

2.6 

$60  to  $80 

■ 

3.3 

$60  to  $80 

0.3 

$80  &  Over 

0.1 

$80  &  Over 

lo 

^» 

r-ib 

2b    3b 

r 

"Ho 

^0 

^0 

Per 

Cent. 

Per 

Cent 

> 

Prices 

of  Suits 

of  Clothes 


Under  $20 
$20  to  $30 
$30  to  $40 
$40  to  $50 
$50  to  $60 
$60  to  $80 
$80  8:  Over 


1914 
Per  Cent. 


10  20  30  40  50  60 

I       I.I L- 1 1 


Per 
Cent  I 


56.6 

35.4 

7.3 

0.7 

■K- 


15  25  35  45  55  eb 

Per  Cent. 
*Less  than  one -tenth  per  cent» 
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in  spite  of  the  few  stores  reporting 
and  the  small  value  of  suits  sold,  the 
averages  surprisingly  follow  the  rela- 
tionships shown  in  the  later  years. 

The  largest  difference  from  the 
average  for  any  division  for  1919,  is 
$1.36,  while  the  least  difference  is 
$0.15.  Similar  uniformity  obtains  for 
1918  and  1914. 


Another  method  of  showing  for  the 
various  geographical  divisions  the 
data  on  the  prices  at  which  suits  of 
clothes  sold  in  1919,  is  by  indicating 
the  number  of  suits  of  clothes  sold  at 
different  prices.  This  is  done  in 
Table  29.  In  Chart  12,  the  per  cent, 
at  each  price-group,  for  1919,  is  shown 
graphically. 


CHART  9 

PER  CENT.  INCREASE  IN  NUMBER  OP  SUITS  OP  CLOTHES  SOLD  IN  56  IDENTICAL 
STORES  IN  1919  OVER  THOSE  SOLD  IN  1918  AND  1914 


Number        Per  Cent, 


0   20  40  60  80  100 


Per 
CeAt. 


30.3 
38.3 


0  20  406080100 


Value 


1918 
1914 


Per  Cent, 


Per 

Cent* 


0   20  40  60  80  100  120  140  160 

-J I 1 — ; 1 1 1  .1 I 


69.8 
146.6 


b      So     40     ^0     8'0    l60   l'20  140    3^0 
Per  Cent. 
TABLE    28 

STORES  REPORTING  NUMBER  OP  SUITS  OF  CLOTHES  SOLD  AND  THEIR  VALUE, 
CLASSIFIED  BY  GEOGRAPHICAL  DIVISIONS 


Years 

Oeographlcal 
DlvlBlon* 

1919 

1918 

1914 

Hunber- 

of 
Stores 

Kunber 

of 
SultB 

Value 

of 

Suits 

Bujnber 

of 
Stores 

Huniber 

of 
Suits 

Value 

of 
Suits 

Haniber 

of 
Stores 

Itamber 

of 
Suits 

Value 

of 
Suits 

Total 

128 

162,675 

$6,045,885 

104 

96,010 

$2,645,405 

56 

40,519 

#819,490 

•EM  Eaat 

11 

11,618 

416,750 

9 

9,639 

275,615 

6 

5,976 

125,955 

The  South 

15 

27,828 

1,050,095 

8 

4,742 

151,540 

4 

2,270 

46,100 

Boat  Hopth  Central 

S9 

45,785 

1,638,825 

55 

51,940 

825,080 

17 

16,238 

310,180 

Weat  Hortb  Central 

58 

51,581 

1,193,200 

42 

20,262 

571,610 

23 

10,689 

218,475 

The  West 

15 

45,863 

1,767,015 

12 

29,427 

821,760 

6 

5,346 

118,780 
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CHART  10 

NUMBER  AND  PER  CENT.  OF  SUITS  OF  CLOTHES  SOLD  IN  56  IDENTICAL  STORES, 
UNDER  AND  OVER  SPECIFIED  PRICES  IN   1919,  1918,  AND  1914 


Specified 
Prices 


Under  |20 
Under  #40 
Under  $60 
Under  |80 
§80  &  Over 


Under  $20 
UndQr  $40 
Under  |60 
Under  |80 
$80  &  Over 


Under  $20 
Under  $40 
Under  $60 
Under  $80 
$80  &  Over 


1919 
Per  Cent< 


10  20  50  40  5.0  60  70  80 


90  '  100 


1918 


1914 


Per 
lent. 

Number 

8.2 

4,575 

64.9 

36,390 

96.6 

54,116 

99.9 

55,980 

.1 

69 

29.0 

12,473 

66.8 

37,362 

9Q.7 

42,883 

100.0 

43,019 

* 

7 

56.5 

22,908 

99.2 

40,215 

100.0 

40,518 

100.0 

40,519 

6  10  26    55  iS  55  65  75  8'o  ^0  ido 

Per  Cent. 


Average  Pried  of  Suits  of 
Clothes  Sold 


Years 

Dollars 

0 

1.0     2.0     50 

40 

1919      1 

1       -'jSA   0'^ 

1918      1 
1914      I 

[JJJ^ 

27.66 
20.22 

0 

I'O     2'0     3'0 

I0 

Dollars 

* ^^ 

Per  Cent,  increase  of  Average  Price  of  Suits 
Sold  in  1919  Over  Average  Price  in  1918  and  1914 


Years 


?er  Cent, 


( 

)     10 

20 

30 

40 

50 

60 

70 

80 

1918 

^^ 

^^ 

^ 

1914 

D    lb 

2'0 

50 

4'0 

50 

60 

70 

80 

Per  Cent, 


Less  than  one- tenth  Per  Cent# 


Per 
Cent, 


30.3 
78.3 
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CHART  11 

AVERAGE  PRICES  OF  SUITS  OP  CLOTHES  SOLD  IN  STORES  CLASSIFIED  BY 
GEOGRAPHICAL  DIVISIONS 


1919 


1918 


Geographical 
Divisions 

)  $10  $20  $30  $40 

Amount 

$37.17 
35.87 
37.02 
35.79 
37.78 
S8.53 

$0   $lp  $20  $30  $40 

Amount 

Total   (Average) 

HHHHi 

^■^ 

$27.55 

The  East 

mHI^B 

28.59 

The  South 

HHHB^B 

31.91 

East  North  Central 

nnm^^im 

25.83 

West  North  Central 

nni^^miiii 

28.21 

The  T/est 

^hi^hhhi 

■■IH^H 

27,93 

t( 

)  $10 

$20  #20  $40 

$0  $10  $20  $30  $40 

1914 


jgr 
)iv 


Divisions 

Total  (Average ) 

The  East 

The  South 

East  North  Central 

West  North  Central 

Ibe  West 


$0  $10  $20  $30  $40 


Anount 


J  O  $10  $20  $30  $40 
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CHART  12 

PER  CENT.  OF  NUMBER  OF  SUITS  OF  CLOTHES  SOLD  AT  VARIOUS  PRICES,  BY 
GEOGRAPHICAL  DIVISIONS,  1919 


Specified 
Prices 

The  East 

Per 

Cent. 

The  South 

Per 
Cent. 

East  North  Central 

Per 
Cent 

C 

•10   20  30  40 

11.1 

; 

10  20 

_30 

13.6 

c 

) 

10  20   30 

i? 

Under  $20 
$20  to  $30 

- 

— 

6.6 

I^H^B 

18.5 

34.5 

24.7 

9.6 

■^ 

15.6 
29.4 
26.0 
11.5 

(^■■^^■^^H 

31.0 

$30  to  $40 

^^ 

wm^i^m 

31.6 

$40  to  $50 
$50  to  $60 

IHHBH 

i^mi 

16.7 

■i 

m, 

■ 

9.3 

$60  to  $80 

1 

1.6 

5.7 

4.6 

$80  &  Over 

- 

C 

0.2 

c 

0.2 

C 

10  20  30  40 

) 

10  20 

30 

) 

10  20  30 

— f 
40 

for   Cent. 

Per  Cent 

Per  Cent. 

Specified 
Prices 

West  North 
Central 

Per 
Cent, 

The 

nrest 

Per 
Cent. 

C 

Under  $20 
$20  to  $30 
$30  to  $40 
$40  to  $50 
$50  to  $60 

)   10 

20  Z 

10 

i 

9.6 
19.1 
27.7 
27.9 
11.4 

C 

>      10 

20  z 

\0 

11.7 
13.6 
29.7 
27.8 
11.2 

— 

H 

m 

^HH 

I^^BBH 

^^^■M 

i^lHV 

MH|HH 

H^IH 

MB 

■M 

$60  to  $80 

■ 

4.1 

■ 

5.5 

|80  &  Over 

C 

1 
50 

0.2 

c 

1 
JO 

0.6 

>   10 

1 

20  '; 

)      10 

20  ( 

P«r  Oexxt. 

Per  Cent. 

45 


VI.     AMOUNT   OF   SALES  OF  FURNISHINGS  PER  $100  OF 
SALES  OF  CLOTHING 


1. — SALES  OP  FURNISHINGS  PER  $100  OP 
SALES  OP  CLOTHING  IN  STORES  OP 
DIFFERENT  SIZE,  BY  SEPARATE  AND 
COMBINED  DEPARTMENTS,  1919, 
1918,  AND  1914. 

If  stores  sell  both  clothing  and  fur- 
nishings, how  much  of  the  latter  should 
be  sold  on  the  average  for  a  given 
quantity  of  the  former?  Specifically, 
what  can  be  expected  in  sales  of  fur- 
nishings m  terms  of  sales  of  clothing  ? 
The  problem  here  is  not  what  should  be 
the  total  amount  of  sales  per  store,  or 
per  unit  of  floor  space,  but  solely  the 
proportion  which  obtains  between 
sales  of  furnishings  and  sales  of 
clothing.  This  question  is  answered 
in  the  following  analysis  for  all  stores, 
for  stores  having  separate  men's  de- 
partments, for  stores  having  separate 
boys'  departments,  and  for  stores  hav- 
ing combined  men's  and  boys'  de- 
partments, for  the  years  1919,  1918, 
and  1914. 

It  should  be  noted  here,  as  in  most 
of  the  discussion  and  in  the  method 
of  treating  the  data,  that  what  is 
aimed  at  is  the  development  of  stand- 
ards of  performance  which  will  serve 
as  tests  in  appraising  merchandising 
methods  and  results.  In  some  in- 
stances, these  are  only  general;  while 
in  others,  they  become  specific  enough 
to  suggest  the  existence  of  a  clearly 
prevailing  practice  and  attainable 
amount. 

For  the  three  years  1919,  1918,  and 


1914,  the  sales  of  clothing  constitute 
$22,814,154  and  the  sales  of  furnish- 
ings, $12,661,592.  For  every  $100 
worth  of  clothing  sold,  $55.50  worth  of 
furnishings  was  sold.  Of  men's  cloth- 
ing, for  222  stores  having  separate 
men's  departments,  for  the  three 
years,  the  total  sales  were  $14,740,899 
and  the  sales  of  men's  furnishings, 
$8,676,051.  The  sales  of  men's  fur- 
nishings, therefore,  were  $58.86  for 
every  $100  worth  of  men's  clothing. 
In  the  boys'  departments,  for  82 
stores  having  separate  boys'  depart- 
ments, for  the  three  years,  the  total 
sales  were  $873,473,  and  the  sales 
of  boys'  furnishings,  $418,587.  That 
is,  for  every  $100  worth  of  boys'  cloth- 
ing, $47.92  worth  of  boys'  furnishings 
was  sold.  There  were  125  stores  re- 
porting $7,199,782  sales  of  both  men's 
and  boys'  clothing,  the  corresponding 
amount  of  furnishings  being  $3,566,- 
954.  That  is,  for  every  $100  sales  of 
men's  and  boys'  clothing,  $49.54  worth 
of  furnishings  was  sold. 

The  amounts  of  furnishings  per 
$100  sales  of  corresponding  kinds  of 
clothing,  in  the  different  types  of  de- 
partments for  the  years  1919,  1918, 
and  1914,  are  contained  in  Table  30. 
For  each  of  the  three  years,  except 
1918,  the  percentages  are  relatively 
stable.  In  this  year,  the  amount  of 
furnishings  sold  per  $100  of  sales  of 
clothing  is  somewhat  larger  than  for 
the  other  years.  Roughly,  it  may  be 
said  that  for  the  three  years,  sales  of 
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fumishmgs,  for  both  men^s  and  boys' 
departments,  constitute  between  $50 
and  $65  on  the  basis  of  every  $100 
sales  of  clothing;  the  average,  for 
three  years,  being  $49.54  in  the  com- 
bined departments;  $47.92  in  the 
separate  hoys'  departments;  $58.86  in 
the  separate  men's  departments;  and 
$55.50  in  all  stores. 


Chart  13  shows  graphically  the 
amounts  of  sales  of  furnishings  per 
$100  of  sales  of  clothing  for  the  three 
years  combined  and  for  1919,  1918, 
and  1914,  separately.  The  largest 
difference  from  the  average  for  any 
year  is  $4.66  or  8.4  per  cent.,  while 
the  smallest  difference  is  $1.33  or  2.4 
per  cent. 


TABLE  30 

BALES  OF  FURNISHINGS  PER  $100   OF   SALES  OF   CORRESPONDING  TYPES  OF 

CLOTHING  BY  DIFFERENT  TYPES  OP  DEPARTMENTS  FOR  THE  YEARS  1919, 

1918,   AND   1914  COMBINED 


Number  of  Stores  and.Ara«unt  of  Sales  of  Furnishings  per  $100  of 

Sales  of  Corresponding  Clothing                  , 

Years 

All  Stores 

Men's  Departments, 
Separate- 

Boys'  Departments, 
Separate 

Uen's  and  Boys' 
Departments, 
Combined 

Utanber 

of 
Stores 

Amount 

of 
Sales 

Number 

of 
Stores 

Amount 

of 
Sales 

Number 

of 
Stores 

Amount 

of 
Sales   . 

Total 
(Averaged 

$55.50 

222 

158.86 

82 

^7.92 

125 

#49.54 

1919 
1918 
1914 

53.14 
60.16 
54.17 

92 
81 
49 

55.11 
65.82 
58.44 

S6 
29 
17 

49.80 
48.83 
40.18 

54 
44 
27 

49.08 
50.75 
48.59 

In  Chart  14,  the  different  depart- 
ments are  compared  graphically.  The 
largest  difference  from  the  average  is 
in  the  case  of  boys'  departments  un- 
combined  and  equals  $7.58  or  13.7  per 
cent.,  while  the  smallest  difference  is 
in  the  case  of  men's  departments  nn- 
combined  and  equals  $3.36  or  6.1  per 
cent. 

"When  all  stores  are  considered  for 
the  three  years,  being  $49.54  in  the 
combined  departments;  $47.92  in  the 
sales  of  clothing  ranges  from  $102.82, 
in  stores  doing  a  business  under  $20,- 
000,  to  $32.39  in  stores  doing  a  busi- 


ness of  $500,000  and  over.  This  rep- 
resents a  difference  of  $70.43  or  68.5 
per  cent,  in  stores  according  to  size. 
The  details  for  all  stores,  by  classified 
net  sales,  are  shown  in  Table  31.  This 
table  also  includes  the  ratios  which 
sales  of  furnishings  per  $100  of  sales 
of  clothing,  for  each  size  of  store,  are 
of  the  average  for  all  stores.  The 
conspicuous  thing  about  the  graphic 
summary  is  the  relative  decrease  in 
the  proportion  which  sales  of  furnish- 
ings bear  to  $100  of  sales  of  clothing 
in  stores  of  different  size,  the  small 
stores    selling    approximately    three 
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CHART  13 

AMOUNT  OP  SALES  OF  FURNISHINGS  PER  $100  OF  SALES  OF  CLOTHING  FOR  ALL 
STORES,  1919,  1918,  AND  1914 

Amount  of 

Sales  Of 

Men's  &  Boya^ 

Purhishlngs 

Years  P®^  |loc>  of 

Sales  Of 
Amount  Clothing 


^  $10  $20  $30  $40  $50  $60  $70 


T 1 1 r 1 1 1 

f  0  $10  |20  $50  $40  $50  $60  $70 

Anotmt 


$55 .50 
55.14 
60.16 
54.17 


CHART  14 

AMOUNT  OP  SALES  OF  FURNISHINGS  PER  $100  OP  SALES  OF  CLOTHING  FOR  ALL 
STORES,   CLASSIFIED  BY   DEPARTMENTS,   FOR   1919,    1918,   AND   1914,    COMBINED 

Amount  of 

Sales  Of 

Pumishlngs 

per  $100  of 

Sales  Of 

departments  Clothing 

Amount 


$,0  $10  $pO  $^50  $40  $50  $60 


Total  (Average) 
Men*  a  Departments 
Boys*  Departments 
Men's  &  Boys'  Departments 


$55.50 
58.86 
47.98 
49.54 


T r 

$0  $10  $20  $30  $40  $50  $60 

Amoiint 
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times  as  large  a  percentage  of  furnish- 
ings per  $100  of  sales  of  clothing,  as 
is  sold  by  the  stores  doing  a  business 
of  $500,000  and  over. 

In  222  stores,  reporting  men's  de- 
partments uncombined,  for  the  three 
years  1919,  1918,  and  1914,  the 
amount  of  furnishings  per  $100  of 
sales  of  clothing  ranges  from  $97.48, 
in  stores  doing  a  business  under  $20,- 
000,  to  $40.98  in  stores  doing  a  busi- 
ness of  $500,000  and  over.  This  rep- 
resents a  difference  of  $56.50  or  58.0 
per  cent,  in  stores  according  to  size. 
The  details  for  stores  reporting 
separate  men's  departments,  by  class- 
ified net  sales,  are  shown  in  Table  32. 


This  table  also  includes  the  ratios 
which  sales  of  furnishings  per  $100  of 
sales  of  clothing,  for  each  size  of  store, 
are  of  the  average  for  the  222  stores 
reporting.  The  decreasing  amount  of 
sales  of  furnishings  per  $100  of  sales 
of  clothing,  with  the  increased  size  of 
the  business  measured  by  net  sales, 
is  conspicuously  shown  by  the  graphic 
summary. 

In  82  stores,  reporting  boys'  depart- 
ments uncombined,  for  the  three  years 
1919,  1918,  and  1914,  the  amount  of 
furnishings  per  $100  of  sales  of  cloth- 
ing ranged  from  $70.37,  in  stores  do- 
ing a  business  of  less  than  $20,000,  to 
$21.58  in  stores  doing  a  business  of 


TABLE  31 

SALES  OF  FURNISHINGS 
1919 

PER  $100  OF   SALES   OF   CLOTHING,   ALL  STORES, 
,   1918,  AND  1914,  COMBINED 

All  Stores 

Ratio  Which  Sales  of 
Furnishings  per  $100  of 
Sales  of  Clothing,   bv. 
Size  of  Store,    are  of 
the  Average  for  All 
Stores 

Per  Cent, 
p      40     8p     120  160  2Q0  24c 

Classified 
Total 

Sales 

of 

Clothing 

Sales  of  Rimishings 

Per 

Net  Sales 
(in  000' 8) 

Total 
Amount 

Per  $100 

of 
Sales 

of 
Clothing 

Cent. 
) 

Total   (Average) 

$22,814,154 

$12,661,592 

$55.50 

1 
1 

100.0 

Under  ^ZO 

74,924 

77,039 

102.82 

185.3 

|20  to     |40 

664,420 

566,931 

85.33 

153.7 

UO  to     $60 

1,305,751 

980,853 

75.12 

■■HH^IH 

135.4 

$60  to     $80 

1,403,679 

1,126,255 

80.24 

■■iBBIilHB 

144.6 

|80  to  #100 

1,609,742 

1,114,377 

69.23 

^mmmmm 

124.7 

$100  to  #140 

2,937,140 

1,915,671 

65.22 

mmmmm 

117.5 

♦140  to  $180 

2,031,499 

1,118,931 

55.08 

■■■■i^ 

99.2 

$180  to  |220 

1,679,460 

1,043,955 

62.16 

mmam^ 

112.0 

#220  to  ISOO." 

2,551,788 

1,622,872 

63.60 

jmaaml^ 

114.6 

$300  to  $500 

3,342,424 

1,406,230 

42.07 

HHHB     i 

75.8 

|SO0  and  Orer 

5,213,327 

1,688,478 

32.39 

^m     \ 

58.4 

Ayerage  $56.50 
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TABLE  32 

SALES  OP  FURNISHINGS  PER  $100  OP  SALES  OP  CLOTHING,  MEN's  CLOTHING 

men's  departments  separate,  1919,  1918,  and  1914,  combined 


Men's  Departaeuts 
Separate 

Ratio  Vhieh  Sales  of 
Pumishings  per  $100  of 
Sales  of  Clothing,  by 
Siae  of  Store,   are  of 
the  Average  for  222 
Stores 

Per  Cent. 
?      4p     8.0  1^  160  20.0  240 

Olaasiflad 

Total 
let  Sales 
(in  OOO's) 

Scaft>er 

of 
Store- 
Tears 

Sales  of 

Men's 

Clothing 

Sales  of  Pumishings 

Per 

Total 
Aaovat 

Per  $100 

Sales 

of 

Clothing 

cent. 

total  (Average) 

222 

$14,740,899 

*$8, 676,051 

$58.86 

1 

100.0 

Wider  teo 

8 

98,026 

97,071 

97.48 

165.6 

$20  to     |40 

28 

928,905 

297,152 

90.35 

■■■■■■■ 

153.5 

|40  to     »60 

95 

758,470 

585,158 

77.15 

■^■IHB 

191.1 

|60  to     ^0 

25 

719,592 

604,783 

84.78 

■■■■■■1 

144.0 

leo  to  #100 

24 

927,487 

702,990 

75.80 

m^mmmm 

128.8 

#100  to  1140 

92 

1,814,230 

1,249,015 

68.85 

■■■■^ 

117.0 

#140  to  $180 

16 

1,251,495 

653,407 

53.06 

^^■i: 

90.1 

llBO  to  $S20 

14 

1,200,162 

816,401 

68.02 

wmmml^ 

U5.6 

$220  to  $900 

17 

2,106,628 

1,586,233 

65.80 

^■■^ 

111.8 

$S00  to  $500 

16 

5,146,274 

1,329,861 

42.25 

^H      i 

71.8 

$600  and  Orer 

7 

2,475,830 

1,014,600 

40.98 

■"  ; 

69.6 

Average  $58.86 

TABLE  33 

SALES  OP  PURNISHINGB  PER  $100  OP  SALES  OF   CLOTHING,  BOYS'   (3L0THINGI 

boys'  departments  separate,  1919,  1918,  and  1914,  combined 


Boyfl' 

Departjnents 
Separate 

Ratio  Which  Sales  of 
Purnishlnga  per  ^100  of 
Sales  of  Clothing,   by 
Size  of  Store,   are  of 
the  Average  for  82 
Stores 

Classified 
Total 

IKonher 

of 
Store- 
years 

Sales  of 

Boys' 
Clothing 

Sales  of  Pumishings 

Per 

Cent. 

Net  Sales 
(in  OOO's) 

Total 
Amount 

Per  $100 

Sales 
of 

Clothing 

Per  Cent. 
4p      8.0     120  160  200   24 

0 

Total   (Average) 

82 

$873,473 

$418,587 

047.92 

^^ 

100.0 

Under  $20 

5 

5,400 

3,800 

70.37 

146.8 

$20  to     $40 

16 

31,953 

18,846 

68.98 

m/mmmlm 

123.1 

$40  to     $60 

16 

51,944 

32,118 

61.83 

HHHI^M 

129.0 

$60  to     $80 

6 

30,864 

14,169 

45.91 

mm^aml 

95.8 

$80  to  $100 

6 

35,950 

18,164 

50.53 

mmmmm4 

105.4 

$100  to  $140 

11 

81,807 

55,419 

67.74 

141.4 

$140  to  $180 

5 

44,019 

12,745 

28.95 

; 

60.4 

$180  to  $220 

3 

65,308 

14,092 

21.58 

45.0 

$220  to  $300 

6 

173,613 

117,609 

67.74 

141.4 

$300  to  $500 

6 

196,150 

76,969 

39.24 

^^^^^" 

^81.9 

$500  and  Over 

2 

156,465 

54,656 

34.93 

72.9 

60 


Average  $47.92 


$180,000  to  $220,000.  This  represents 
a  difference  of  $48.79  or  69.3  per  cent. 
The  details  for  stores,  classified  by  net 
sales,  reporting  separate  boys'  depart- 
ments are  shown  in  Table  33.  This 
table  also  includes  the  ratios  which 
sales  of  furnishings  per  $100  of  sales 
of  clothing,  for  each  size  of  store,  are 
of  the  average  for  the  82  stores  re- 
porting separate  boys'  departments. 

In  125  stores,  reporting  combined 
departments  of  men's  and  boys'  cloth- 
ing, for  the  three  years  in  question, 
the  amount  of  furnishings  per  $100  of 
sales  of  clothing  ranged  from  $114.83, 
in  stores  doing  a  business  under  $20,- 


000,  to  $23.99  in  stores  doing  a  busi- 
ness of  $500,000  and  over.  This  rep- 
resents a  difference  in  stores,  accord- 
ing to  size,  of  $90.84  or  79.1  per  cent. 
The  details  for  stores  reporting  com- 
bined departments  of  men's  and  boys* 
clothing,  by  classified  net  sales  are 
shown  in  Table  34.  This  table  also 
includes  the  ratios  which  sales  of  fur- 
nishings per  $100  of  sales  of  clothing, 
for  each  size  of  store,  are  of  the  aver- 
age for  the  125  stores  reporting.  The 
graphic  summary  shows  conspicuously 
the  decreasing  amount  of  sales  of  fur- 
nishings per  $100  of  sales  of  clothing, 
with  the  increased  size  of  the  busi- 
ness measured  by  net  sales. 


TABLE  34 

SALES  OF  FURNISHINGS  PER   $100   OP   SALES   OF   CLOTHING,    MEN's   AND  BOYS* 
CLOTHING  IN  COMBINED  DEPARTMENTS,  1919,   1918,  AND  1914,  COMBINED 


Men's  and  Boyfi    .Clotliing, 
Departments  Combined 

Ratio  VThlch  Sales  of 
Purnlehlngs  per  $100  of 
Sales  of  Clothing,   hy 
Size  of  Store,   are  of 
the  Average  for  125 
Stores 

Per  Cent, 
40      80    1^0  160  2.00  2^ 

Classified 

Total 
Set  Sales 
(In  000 'e) 

Niutit>er 

of 
Store- 
yiears 

Sales 

of 

Clothing 

Sales  of  Furnlshlzigs 

Per 
Cent. 

Total 
Amoiont 

Per  $100 

of 
Sales 

of 
Clothing     ( 

0 

Total   (Average) 

125 

$7,199,782 

$3,566,954 

$49.54 

^ 

100.0 

Under  $20 

6 

31,498 

36,168 

114.83 

231.8 

^20  to     $40 

24 

303,«62 

250,933 

82.66 

166.8 

$40  to     $60 

23 

495,337 

363,597 

73.40 

148.2 

$60  to     $80 

22 

659,423 

507,303 

76.93 

155.3 

$80  to  $100 

14 

646,305 

393,223 

60.84 

mmmmmlm 

122.8 

$100  to  5>140 

18 

1,041,103 

611,237 

58.71 

iH^HH|a  ' 

118.5 

$140  to  ^180 

9 

755,985 

452,779 

59.89 

mimm^ 

130.9 

$180  to  $220 

4 

413,990 

213,462 

51.56 

■■■■■1 

104.1 

$220  to  $300 

2 

271,547 

119,030 

43.83 

HHBHH  1 

88.5 

$500  to  -$500 

- 

- 

- 

1 

- 

$500  and  Over 

3 

2,581,032 

619,222 

23.99 

mm 

48.4 

^ygrage^  $49,54 
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TABLE  35 

SALES  OF  men's  AI^D  BOYS'  FURNISINGS  PER  $100  OP  SALES  OF  MEN'S  AND 
boys'   clothing,  all  stores,  all  DEPARTMENTS,   1919,    1918,   1914 


ClaartflBd 

Total 
Eet  SiJai 
(ia  OOO's) 

AUMONI 

•  mMpntnentt 

Hatlo  Which  Sales  of 
lien's  and  Boys'   Pumlsh- 
inga  per  $100  of  Sales 
of  Men's  and  Boys' 
Clothing,  X>s  Slse  of 
Store,   are  of  the 
Ayerage  for  All  Stores 
for  Each  Year 

Per  Cent. 

Sales  of 

Oletbins 

Sales  of  PumlsMngi 

Per 

Taan 

sss. 

,.r^|ioo     1 

Sales         ' 
of 
Clothiac 

Coat. 

Total  (AT«raea) 

•12.  US,  007 

•6,436,024 

ft53.14 

100.0 

Under  $20 
•20«o    140 

4,360 
183.754 

6,103 
184,470 

140.20 
84.06 

264.0 
158.8 

I^M 

•40  to   «eo 

498.079 

402,629 

60.69 

HHIHB 

151.8 

«00  to    «80 

468,379 

873,160 

81.U 

■^■■■M 

153.9 

teotoHoo 

743.000 

636,073 

72.08 

^■MH 

135.6 

10I» 

•100  to  iUO 

1.800.876 

1,036,855 

68.67 

^^1^ 

120.8 

•140  to  •ISO 

928,568 

504,050 

54.28 

■■■■ 

108.1 

•l80>to  •230 

661.362 

371,464 

86.17 

HHM 

108.T 

•220to^900 

1,684.674 

1,150,265 

68.81 

immmm 

120.5 

•300  to  ISQO 

2«  811, 210 

810,  sn 

37.08 

IHM 

60.8 

•SOO  aad  Over 

8,288,048 

1,075.025 

33.24 

IL 

•8.6 

Total  (ATorago) 

7,137,788 

4,294,410 

60.16 

100.0 

Vaiw  •so 

88,424 

44,207 

115.28 

191.6 

•20  to    940 

836,873 

203.308 

86.83 

■m^M 

148.9 

•40  to   •eo 

461,904 

348.012 

78.64 

■■■■ 

ISS.t 

•eoto   •so 

680,268 

520.016 

85.20 

■■■■iM 

141.8 

•eo  to  •loo 

880,890 

430.446 

72.07 

BBHl 

121.9 

uia 

4100  to  $140 

751,280 

444.187 

50.18 

■BB 

oe.» 

•140  to  #180 

712,809 

466.416 

65.43 

HHHB 

108.8 

•180  to  •220 

606,600 

480.331 

80.66 

■■^■■1 

134.1 

•220  to  ^300 

867,114 

463.607 

83.47 

■■^ 

88.9 

•SOO  to  $500 

748,450 

576.073 

50.37 

^■« 

83.7 

•SOO  and  Over 

1,604,603 

407.923 

53.00 

_ 

58.0 

Total  (Average) 

3,563.262 

1.090.258 

54.17 

lOO.O 

Under  $20 

32,150 

26,639 

82.86 

■M^^ 

1S3.0 

•20  to     •40 

243,793 

209,159 

85.79 

iHiMHa 

158.4 

•40  to     •00 

345,468 

229.312 

66.38 

■■■Hi 

182.5 

•eoto   •» 

525,032 

224,079 

68.04 

■■■iM 

187.3 

•80  to  $100 

275,052 

147,858 

53.58 

■IMS 

oe.» 

1814 

•lOO  to  •l40 

675,084 

434.629 

64.30 

■■■Mi 

U8.7 

•140  to  9180 

300,035 

148.456 

88.06 

■■■ 

70.8 

•leo  to  $220 

411,408 

183.160 

44.58 

IHHi 

82.8 

•220  to  iSOO 

- 

. 

- 

$300  to  •SOO 

382.764 

209,436 

54,72 

■■■■i 

101.0 

•500  and  Orer 

480,676 

117,530 

24.45 

■ 

45.1 

"Without  distinguishing  between 
stores  which  reported  their  sales  of 
men's  and  boys'  clothing  separately, 


or  in  combined  departments,  and 
treating  them  as  a  total,  the  amounts 
of  sales  of  clothing  and  furnishings 
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are  shown  in  Table  35.  The  table 
also  shows  graphically  for  each  of 
the  years  1919,  1918,  and  1914,  the 
ratios  which  sales  of  men's  and  boys* 
furnishings  are  to  $100  of  sales  of 
men's  and  boys'  clothing.  For  each 
year,  the  average  is  treated  as  100,  and 
the  lengths  of  the  bars  show  how  the 
ratios  differ  for  stores  of  different  size. 
In  each  of  the  years,  the  small  stores 
sell  relatively  more  furnishings  per 
$100  of  clothing  than  do  the  large 


ones ;  the  tendency  for  the  amounts  to 
decrease  being  relatively  constant,  for 
each  year  separately,  and  approxi- 
mately the  same  from  year  to  year. 
For  1919,  the  maximum  decrease  for 
the  stores  by  size  was  76.3  per  cent. ; 
in  1918,  it  was  71.3  per  cent.,  and  in 
1914,  70.5  per  cent.  Treated  solely  by 
size  of  store,  the  tendency,  therefore, 
for  the  proportion  between  these  two 
types  of  sales  to  decrease  is  unmis- 
takable. 


CHART  15 

AMOUNT  OP  SALES  OP  MEN'S  AND  BOYS'  FURNISHINGS  PER  $100  OP  SALES  OP 
men's  and  boys'  CLOTHING  IN  STORES,  CLASSIFIED  BY  AMOUNT  OP  TOTAL  NET 

SALES,  1919 

Asxnmt  of 

Sales  of 

Hen's  &  Boya 

Fomlshlngs 

per  |100  of 

Sales  of 

Clothing 


Classified 

Total 
Net  Sales 


i^inount 
to   tlO  fgO  |30  $^0  $50  $60  tyO  $80  $90 


Total  (Average) 

JJniioT  $40,000 
$40r000  to     $80,000 
$60,000  to  $180,000 

$180,000  axud  Oyer 


it5S.14 
85.57 
61.03 
65.27 
43.97 


1 1 1 1 1 r— I » 

$0   $10  $20  $30  $40  $50  $60  ^0  $80  $90 


Ajno\int 


By  choosing  1919  for  a  more  gen- 
eral study  of  the  relation  of  sales  of 
furnishings  to  sales  of  clothing  and 
classifying  the  stores  by  larger  sales 
groups,  the  tendency  for  the  sales  to 
decrease  as  the  stores  increase  in  size 
stands  out  more  noticeably.  Such  a 
comparison  is  shown  in  Chart  15.  The 


maximum  decrease  between  the  large 
and  the  small  stores  is  $41.40  or  48.5 
per  cent.  Stores,  the  total  net  sales 
of  which  are  less  than  $180,000,  sell 
a  greater  amount  of  furnishings  per 
$100  of  sales  of  clothing  than  does 
the  average  store,  while  those  having 
total  net  sales  of  $180,000  and  over 
sell  less  than  the  average  amount. 


6li 


TABLE  36 


SALES  OP  men's  and  BOYS*  CLOTHING  AND  SALES  OP  MEN*S  AND  BOYS* 
FURNISHINGS  IN  STORES  CLASSIFIED  BY  SIZE  OP  CITY  AND  BY  AMOUNT 

OP  NET  SALES,  1919 


Slse 

Sales 

of 
Oooda 

Classif iod  Total  Not  Saloa 

(iku) 

Total 

Under 
140,000 

|40,000 

to 
♦80,000 

♦80,000 
to 
1180,000 

$180,000 
and 
Over 

fotal 

Clothing 
Furnishings 

§12.113,097 
6,436,924 

$188,104 
160,573 

^57,358 
775,789 

$3,182,341 
2,076,987 

$7,785,294 
3,423,575 

xtaOar  10 
10  to  SO 
20  to  40 
40  to  120 
120  as  Over 

Clothing 
F^amlshlngs 

Clothing 
Furnishings 

Clothing 
Furnishings 

Clothing 
Furnishings 

Clothing 
PurMshlngs 

1,320,050 
901,569 

1,106,547 
790,556 

1,400,453 
914,057 

3^994,553 
1,907,053 

4,291,494 
1,923,689 

126,439 
102,703 

30,845 
27,560 

30,820 
30,310 

534,688 
386,467 

191,008 
152,632 

64,681 
68,273 

103,640 
100,724 

63,441 
67,693 

658,923 
412,399 

627,174 
420,247 

587,490 
411,527 

998,851 
620,873 

309,903 
211,941 

237,620 
190,117 

717,462 
403,947 

2,892,162 
1,185,456 

3,918,150 
1,644,055 

2. — SALES  OP  FURNISHINGS,  PER  $100 
OP  SALES  OF  CLOTHING  IN  STORES  OP 
DIFFERENT  SIZE,  IN  CITIES  OP  DIF- 
FERENT SIZE,  1919. 

For  1919,  the  amounts  of  sales  of 
clothing  and  of  furnishings  in  stores 
and  in  cities  of  different  size  are 
shown  in  Tables  36  and  37.  Table  36 
gives  the  actual  sales  and  Table  37 
shows  the  amounts  of  sales  of  furnish- 
ings per  $100  of  sales  of  clothing. 
Roughly,  for  all  stores,  as  well  as  for 
those  of  different  size,  the  proportion 
of  sales  of  furnishings  per  $100  of 


sales  of  clothing  decreases  as  the  size 
of  the  city  increases.  The  nature  and 
amount  of  the  decrease  for  each  size 
of  city  and  for  each  size  of  store  are 
shown  in  Charts  16  and  17.  Too 
much  significance,  however,  ought  not 
to  be  accorded  to  the  ratios  for  the 
stores  in  cities  of  different  size,  for  in 
some  of  them,  both  the  number  of 
stores  reporting  and  the  amount  of 
sales  are  too  small  to  serve  as  an 
adequate  sample.  Moreover,  it  is  per- 
haps true  that  the  controlling  factor 
is  not  the  size  of  the  city,  but  the  size 
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of  the  store,  since,  for  the  stores  re- 
porting these  facts,  the  larger  stores 
were  found  in  the  larger  cities. 

Chart  16  shows  the  amount  of  sales 
of  furnishings  per  $100  of  sales  of 
clothing  in  stores  of  different  size,  in 
cities  of  different  size.  The  actual 
amounts  are  taken  from  Table  37. 
The  larger  the  city,  the  smaller  is  the 
amount  of  sales  of  furnishings  per 


$100  of  sales  of  clothing.  This  is 
conspicuously  true  for  stores  of  all 
sizes  and  for  stores  having  sales  of 
$180,000  and  over  in  1919.  In  the 
stores  of  moderate  size,  the  reverse  is 
true,  but  the  amounts  are  fluctuating. 
For  cities  of  a  given  size,  the  ratios  of 
the  two  amounts  uniformly  decrease 
with  the  size  of  the  store.  The  latter 
comparison  is  set  out  separately  in 
Chart  17. 


TABLE  37 

AMOUNT  OP  SALES  OF  MEN'S  AND  BOYS'  FURNISHINGS  PER  $100  OP  SALES  OF 

men's  and  boys'   clothing  IN  ALL  STORES  CLASSIFIED  BY  SIZE  OF   CITY   AND 

BY  AMOUNT  OF  TOTAL  NET  SALES,  1919 


Classified  Total  Het  Sales 

Size 

of 
City 

Total 

Under 
$40,000 

140,000 

to 
180,000 

$80,000 
to 
$180,000 

$180,000 
And 
Over 

Average 

153.14 

185.37 

181.03 

165.27 

$4&.S7 

Under  10,000 

68.22 

81.23 

72.28 

62.59 

- 

10,000  to  20,000 

71.44 

89.35 

79.91 

67.01 

73.83 

20,000  to  40,000 

65.27 

98.35 

105.55 

70.05 

56.30 

40,000  to  120,000 

47.74 

- 

97.28 

62.16 

40.99 

120,000  and  Over 

44.83 

- 

106.70 

68.39 

41.96 
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CHART  16 

AMOUNT  OF  SALES  OF  MEN'S  AND  BOYS*  FURNISHINGS  PER   $100  OF   SALES  OP 
CLOTHING  BY  CLASSIFIED  SIZE  OF  CITY  AND  CLASSIFIED  TOTAL  NET  SALES,  1919 


8lE« 

of 
City 

Classified 

Total 
Bet  &alea 

Utader  10,00a 

Itadar  ^,000 

|40,OpO  to  #80,000 

|80»000  to  |180«000 

#180,000  &  Ove:^, 

AaoaxA 
to  #10  #20  ISO  #40  #50  #60  #70  #80  #09  #100#110 


10,000  to  20,000 


20,000  to  40,000 


40,000  to  120,000 


120,000  &  Otor 


tbder  #40,000 
#40,000  to    #80,000 
#80,000  to  #180>000 

#180,000  &  Ovar 

Iteder  #40,000 
#40,000  to     #80,000 
#80,000  to  #180,000 

#180,000  it  Over 

Utader  #40,000 
#40,000  to     #80,000 
#80,000  to  #180,000 

#180,000  &  Over 

Otader  #40,000 
#40,000  to     #80,000 
#80^000  to  #180,000 

#180,000  &  Over 


Ml 


#0  '#10  #20  #90  #40  #60  #io  #"^0  #80  #^  #100  #tlO 


Amount  of 

Sales  of 

Uen*s  &  Boya* 

Puj?nl8hii3g8 

per  $100  of 

Sales  of 

Clothing 


#68.22 
81.23 
72.28 
62.59 

r- 

71.44 
89.55 
79.91 
67.01 
75.83 

65.27 
98.55 
105.55 
70.05 
56.50 

47.74 

07.28 
62.16 
40.99 

44.83 

106.70 
68.59 
41.96 


AmOUDt 
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CHART  17 

AMOUNT  OF  SALES  OF  BOYS'  AND  MEN'S  FURNISHINGS  PER  $100  OP  SALES  OP 
men's  and  boys'  CLOTHING  IN  STORES  CLASSIFIED  BY  SIZE  OP  CITY,  1919 


Size 

Of 

City 


Total  (Average) 

Under  10,000 
10,000  to     20,000 
20,000  to     40,000 
40,000  to  120,000 

120,000  and  Over 


Ajnoijnt 
|0    $10  $20  $30  |40  $.50  }60  {70  |gO 


/Ajnount  of  Sales 
of  Men*s  and  Boys 
Furnishings  per 
$100  of  Sales  of 
Clothing 


$53.14 
68.22 
71.44 
65.27 
47,74 
44.83 


— I 1 1 1 II      I     ■    I  ■      I 

$0    $10  $20  $30  $40  $50  $60  $70  $80 

Average  $53^14 
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Vn.    CHARGE  SALES 


1. — ^AMOUNT  OP  CHARGE  SALES  PER  $100 
OP  TOTAL.  NET  SALES  IN  STORES 
CLASSIFIED  BY  GEOGRAPHICAL  DIVI- 
SIONS. 

The  charge  sales  in  retail  clothing 
stores  are  closely  connected  with  total 
net  sales.  In  the  three  years  1919, 
1918,  and  1914,  the  stores  which  re- 
ported $72,191,266  of  total  net  sales, 
also  reported  the  amount  of  their 
charge  sales  as  $22,171,650.  This  rep- 
resents $30.71  for  every  $100  of  total 
net  sales.  In  1919,  the  ratio  of  these 
two  amounts  was  $30.75;  in  1918,  it 
was  $30.13 ;  and  in  1914,  $31.86.  The 
total  net  sales  of  the  stores  reporting 
both  amounts  increased  between  1914 
and  1919,  $25,769,452  or  236  per  cent, 
and  the  charge  sales  $7,806,745  or  225 
per  cent.  On  the  other  hand,  for  the 
same  period,  the  charge  sales  per  $100 
of  total  net  sales  show  a  decrease  of 
$1.11  or  3.6  per  cent. 

The  total  net  sales  in  1919  were 
$36,682,671  and  of  this  amount  the 
East  furnished  $4,953,984  or  13.5  per 
cent.;  the  South,  $7,570,470  or  20.6 
per  cent.;  the  East  North  Central, 
$9,383,604  or  25.6  per  cent. ;  the  West 
North  Central,  $10,160,458  or  27.7  per 
cent. ;  and  the  West,  $4,614,155  or  12.6 
per  cent.  The  corresponding  amounts 
and  percentages  of  the  total  charge 
sales  of  $11,283,402  were:  the  East, 
$1,286,224  or  11.4  per  cent. ;  the  South, 
$3,183,723  or  28.2  per  cent. ;  the  East 
North  Central,  $2,584,479  or  22.9  per 
cent. ;  the  West  North  Central,  $2,972,- 


812or26.4^per  cent. ;  and  the  West,  $1,- 
256,164  or  11.1  per  cent.  The  amounts 
of  charge  sales  per  $100  of  total  net 
sales  for  the  different  geographical 
divisions  for  1919  were,  respectively, 
$25.96,  $42.06,  $27.54,  $29.25,  and 
$27.23.  The  amount  was  largest  in 
the  South  and  smallest  in  the  East. 
Put  on  a  percentage  basis,  the  ratio 
for  each  of  the  divisions,  in  terms  of 
the  average  for  1919,  was  as  follows: 
the  East,  84.4  per  cent.;  the  South, 
136.8  per  cent. ;  the  East  North  Cen- 
tral, 89.6  per  cent.;  the  West  North 
Central,  95.1  per  cent. ;  and  the  West, 
88.6  per  cent.  The  actual  difference 
between  the  South  and  the  East  was 
$16.10  or  38.3  per  cent,  of  the  amount 
for  the  South,  and  62.0  per  cent,  of 
the  amount  for  the  East. 

The  number  of  stores,  amounts  of 
total  net  sales,  amounts  of  charge 
sales,  as  well  as  the  amount  of  charge 
sales  per  $100  of  total  net  sales  for 
each  of  the  divisions,  and  for  the 
years  1919, 1918,  and  1914,  separately, 
and  as  a  total,  are  set  out  in  Table  38 
and  the  accompanying  graphic  sum- 
mary. A  comparison  of  the  divisions 
for  the  years  1919,  1918,  and  1914, 
combined,  is  given  in  Chart  18. 

Table  39  contrasts  in  another  way 
the  amount  of  charge  sales  per  $100 
of  total  net  sales  in  the  various 
geographical  divisions.  It  contains 
the  actual  amounts  for  each  of  the 
divisions  and  the  relation  which  each 
amount  bears  to  the  total  of  all.  These 
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relations  are  given  as  percentage 
changes — plus  or  minus.  It  should  be 
noted  that  the  averages  for  the  South 
exceed  those  for  all  divisions  by  ap- 
proximately 35  to  45  per  cent.    All  of 


the  other  divisions  show  average 
amounts  less  than  the  average  for  all 
divisions,  the  West  North  Central 
showing  the  greatest  difference,  and 
the  other  divisions,  following  in  the 


TABLE  38 

TOTAL  NET  SALES,   TOTTAL  CHARGE  SALES,  AND  AMOUNT  OF  CHARGE  SALES  PEE 
$100  OF  TOTAL  NET  SALES  FOR  STORES  CLASSIFIED  BY  GEOGRAPHICAL  DIVISIONS, 

1919,  1918,  AND   1914 


Years 

Stores  Reporting  on  Charge  Sales 

Ratio  THiicb  Amount  of  Chu»ge 
Sales  per  $100  of  Total  Net 
Sales  for  All  Areas  and  for 
Each  Area  Is  for  Sa*  of  the 
Years,  Based  on  the  Average  for 
All  Years 

Per  Cent. 
80  4rO  ep  8p  190  120140  1^ 

Geographical 
OiTlslons 

Number 

of 
Store- 
years 

Total 
Net  Sales 

Total 

Amount 

of 

Charge  Sales 

Amount  of 
Charge 
Sales 
per  $100 
of  Total 
Het  Sales 

Per 
Cent. 

0 

Total 
(Average) 

797 

$72,191,266 

$22,171,650 

#30.71 

100.0 

Total"- 
(Average) 

1919 
1918 
1914 

315 
295 
187 

36,682,671 
24,595,376 
10,913,219 

11,283,402 
7,411,591 
3,476,657 

30.75 
30.13 
31.86 

100.1 
98.1 
103.7 

1 

t 

i 

Total 
(Average) 

121 

10,595,626 

2,768,861 

S6.13 

85.1 

1919 
1918 
1914 

46 
45 
30 

4,953,984 
3,750,915 
1,890,727 

1,286,224 
947,053 
535,604 

25.96 
25.25 
88.38 

84.5 
82.2 
92.2 

The  East 

Total 
(Average ) 

116 

15,049,185 

6,362,171 

42.28 

i 

137.7 

1919 
1918 
1914 

48 
44 
24 

7,570,470 
5,470,532 
2,068,183 

3,183,723 

8,255,828 

922,620 

42.06 
41.25 
45.94 

137.0 
134.3 
149.6 

JDw  South 

Total 
(Average) 

235 

17,994,122 

4,852,194 

26.96 

87.8 

East  Hortb  Central 

1919 
1918 
1914 

94 
87 
54 

9,883,604 
6,040^294 
2,570,224 

2,584,479 

1,589,570 

678,145 

87.54 
86.31 
26.38 

89.7 
85.7 
85.9 

Total 
(Average) 

260 

19,604,147 

5,705,730 

29.11 

94.8 

1919 
1918 
1914 

101 
95 
64 

10,160,458 
6,452,378 
2,991,311 

2,972,812 

1,819,182 

913,736 

89.25 
28.19 
30.54 

95.5 
91.8 
99.5 

Vest  North  Central 

Total 
(Average) 

65 

8,948,186 

2,482,694 

27.74 

90.8 

1919 
1918 
1914 

26 
£4 

15 

4,614,155 
2,881,257 

1,452,774 

1,256,164 
799,978 
426,552 

87.83 
87.76 
89.36 

88.7 
90.4 

95.6 

meVest 

Average  #30.71 
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order  of  the  amount  of  difference,  as 
follows:  the  West,  the  East  North 
Central,  and  the  East.  The  South  is 
clearly  an  exception  to  the  other  divi- 
sions in  respect  to  the  amount  of 
charge  sales  per  unit  of  net  sales. 
This  is  probably  to  be  explained  by 

CHART  18 


local  conditions,  but  that  it  is  true, 
when  based  upon  the  data  available 
in  this  study,  there  can  be  no  doubt. 
The  wide  difference  here  noted,  sug- 
gests the  question — ^Why?  Is  the 
amount  of  $42.28  justified,  when  from 
$26.00  to  $29.00  seemingly  suffices  for 
the  other  divisions? 


AMOUNT  OF  CHARGE  SALES  PER  $100  OF  TOTAL  NET  SALES  IN  STORES 
CLASSIFIED  BY  GEOGRAPHICAL  DIVISIONS,  1919,  1918,  AND  1914 


GeographlceuL 
Divisions 


Total  (Average) 

The  East 

The  South 

East  Horth  Central 

West  North  Central 
The  West 


|10 


t?o 


$30 


$40     |50 


Amount 

|50.71 
26.13 
42.28 
26.96 

29.11 
27.74 


$10 


|20  $30  $40 

Average  $30.71 
TABLE  39 


$50 


AMOUNT  OF  CHARGE  SALES  PER  $100  OF  TOTAL  NET  SALES  AND  THE  PER  CENT. 
DIFFERENCE  BETWEEN  THE  VARIOUS  DIVISIONS  AND  THE  TOTAL,  BY  YEARS 


Amoiant  of  Charge  Sales  and  Per  Cent.  Difference  ivhich  Each 
Division  is  from  the  Total 

Geographical 
Dlvlslona 

Total 

1919 

1918 

1914 

Amount 

Per  Cent. 
JJiffcronce 

/amount 

Per  Cent. 
Difference 

Amount 

Per  Cent. 
Difference 

Amount 

Per  Cent. 
Difference 

Total 

S50.71 

100.0 

$30.75 

100.0 

$30.13 

100.0 

$31.86 

100.0 

The  Eaa* 

The  South 

East  Horth  Central 

Vest  north  Central 

the  Ttoat 

2&.13 
42.28 
26.96 
29.11 
27.74 

.-14.9 

t37.7 

-12.2 

-5.2 

-9.7 

25.96 
42.06 
27.54 
29.25 
27.23 

-15.6 
♦S6.8 
-10.5 

-4.9 
-11.5 

25.25 
41.25 
26.31 
'  28.19 
27,76 

-16.2 

♦36.9 

-12.7 

-6.5 

-7.9 

^.32 
45.94 
26.38 
30.54 
29.36 

-11.1 

♦44.2 

-17.2 

-4.4 

-7.9 
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2. AMOUNT     OF     CHARGE     SALES     PER 

$100     OF     TOTAL     NET     SALES     IN 
STORES  OF  DIFFERENT  SIZE. 

The  above  discussion,  tables,  and 
chart  suffice  to  show  the  amounts  and 
differences  of  charge  sales  per  $100 
of  total  net  sales  for  the  stores 
classified  by  years  and  by  geographical 
divisions.  The  following  discussion 
deals  with  this  relation  for  stores  of 
different  size  for  each  of  the  years. 
From  the  tables  included,  merchants 
may  not  only  compare  their  stores 
with  the  averages  of  the  groups  to 
which  they  belong,  but  they  may  also 
determine  the  amounts  which  obtain 
in  stores  of  different  size  and  the 
extent  of  change  which  characterizes 
all  of  the  stores  considered  in  this 
study.  In  the  tables  will  be  found 
standards  against  which  they  may 
judge  their  own  practices  and 
experiences. 

Table  40  gives  the  results  of  the 
analysis  of  amounts  of  charge  sales 
per  $100  of  total  net  sales  for  the 
years  1919,  1918,  and  1914,  treated  as 
a  total.  The  stores  are  classified  by 
size;  first,  in  detail,  and  afterward, 
by  larger  groups.  The  outstanding 
feature  of  this  table  and  the  graphic 
summary,  when  viewed  as  a  whole, 
is  the  fact  that  the  amounts  of 
charge  sales,  per  $100  of  total  net 
sales,  increase  with  the  size  of  the 
stores.  For  the  smallest  stores — those 
with  sales  under  $20,000 — the  aver- 
age for  39  store-years  is  $25.62;  for 
those  with  sales  of  $20,000  to  $40,000, 
it  is  $23.44,  and  from  this  group  it 


gradually  increases,  with  but  one  ex- 
ception, until  it  reaches  a  maximum  of 
$38.12  in  stores  with  total  net  sales 
of  $300,000  to  $500,000.  All  of  the 
stores,  having  less  than  $180,000  total 
net  sales,  have,  on  the  average,  an 
amount  less  than  the  average  for  all 
the  stores;  those  selling  more  than 
this  amount  per  year  have  an  amount 
in  excess  of  the  average. 

The  lower  part  of  the  table,  where 
the  stores  are  classified  in  wider 
groups,  presents  more  clearly  the 
tendency  for  amounts  to  increase  with 
the  size  of  the  store.  For  these  years, 
there  is  a  consistent  increase  from 
group  to  group — $23.64  being  the 
minimum,  and  $36.91  the  maximum 
for  stores  having  total  net  sales  of 
$180,000  and  over.  This  is  an  increase 
of  56.1  per  cent,  over  the  lowest  and 
20.2  per  cent,  over  the  average 
amount. 

But  the  extremes  alone  should  not 
be  considered.  The  uniformity  of  the 
amounts  for  stores  of  essentially 
similar  size  is  quite  as  marked  as  is 
the  increase  for  stores  of  different 
size.  When  the  stores  are  grouped  as 
in  the  lower  part  of  Table  40,  the  293 
stores,  in  the  three  years,  having  sales 
each  year  between  $40,000  and  $80,- 
000,  had  charge  sales  which  averaged 
$25.84;  and  the  197,  which  had  total 
net  sales  between  $80,000  and  $180,- 
000,  had  charge  sales  which  averaged 
$29.24.  That  is,  the  average  differ- 
ence for  the  two  groups  of  stores  was 
only  $3.40.  Even  more  uniform  in 
this  respect  are  the  averages  for  the 
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TABLE  40 


TOTAL  NET  SALES,   TOTAL  CHARGE  SALES,  AND   AMOUNT   OP   CHARGE  SALES  PER 
$100  OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE,  1919,    1^8,  AND 

1914,  COMBINED 


Classified 

Total 
Ket  aalea 
(In  OOO's) 


Stores  Reporting  on  Charge  Sales 


Nuniber 

of 
Store- 
ysarB 


Total 
Het  Sales 


Total 

Amount 

of 

Charge  Sales 


AitiDunt  of 

Charge 

Sales 

per  $100 

of  Total 


Ratio  Which  Amount  of  Charge 
Sales  per  $100  of  Total  Het 
Sales  In  Stores  of  Different 
Size,  Is  of  the  Anount  for 
All  Stores  / 

Per  Cont."*^ 


Per 
Centi 


Net  Sales  9   20  40  60  BO  100  1?0  1.40  160 


Total  (Average) 


^72,191,866 


022,171,650 


ISO.Tl 


Under  ^20 

$gO  to  $40 

$40  to  {)60 

(60  to  V80 

iBO   to  (100 

(100  to  (140 

(140  to  (180 

(180  to  $220 

(820  to  (500 

$300  to  (500 

(500  and  Over 


179 
114 
76 
84 
57 
18 
19 
19 
12 


604,024 
6,099,108 
8,859,745 
7,864,786 
6,846,154 
9,921,200 
5,866,297 
5,687,598 
4,971,229 
7,159,096 
10,452,055 


154,755 
1,429,858 
2,189,516 
2,127,053 
2-,  061, 755 
5,029,278 
1,528,802 
1,184,862 
1,762,791 
2,729,594 
3,975,428 


25.62 
25.44 
24.77 
27.04 
50.11 
50.55 
26.06 
35.02 
55.45 
58.12 
38.09 


4!' 


100.0 

85.4 

76.5 

80.0 

88. 0 

98.0 

99.4 

84.8 

107.  S 

115.4 

124.1 

124.0 


Under  C^40 
(40  to  (80 
(80  to  (180 

(180  and  Over 


239 

295 

197 

68 


6,703,132 
16,704,551 
22,653,651 
26,149,972 


1,584,611 
4,316,549 
6,619,815 
9,650,675 


23.64 
25.84 
29.24 
36.91 


77.0 

84.1 

95.2 

120.2 


smaller  stores.  The  average  for  239 
stores,  with  total  net  sales  under  $40,- 
000,  was  $23.64,  which  is  only  $2.20 
less  on  the  average  than  the  amount 
found  for  the  293  stores  having  total 
net  sales  from  $40,000  to  $80,000. 

Tables  41,  42,  and  43  show  by  years, 
details  similar  to  those  grouped  in 
Table  40  for  the  three  years.  In  Table 
41,  representing  the  situation  in  1919, 
the  average  is  $30.75  which  is  $0.04 
more  than  the  average  for  the  three 
years.  The  lowest  amount  is  $22.98, 
when  the  two  stores  of  the  first  group 


Average  (30. Tl 

are  omitted,  and  the  highest,  when  the 
groups  are  narrow,  is  $41.25.  This 
shows  an  increase  from  the  lowest  to 
the  highest  of  $18.27  or  79.5  per  cent, 
and  from  the  average  to  the  highest 
of  $10.50  or  34.1  per  cent.  A  like 
tendency  for  the  amounts  to  increase 
with  the  size  of  the  stores,  noticed  for 
the  three  years,  is  apparent  for  1919, 
and  is  brought  out  more  clearly  in  the 
summary  at  the  bottom  of  Table  41. 
When  the  stores  are  classified  into 
wider  groups,  the  lowest  amount  is 
$22.85,  and  the  highest,  $36.29.    This 
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is  a  spread  of  $13.44.  The  highest 
amount  is  an  increase  of  58.8  per  cent, 
over  the  minimum  and  18.0  per  cent, 
over  the  average. 

There  is  a  surprising  consistency  in 
the  average  amounts  of  charge  sales 
per  $100  of  total  net  sales  for  stores 
which  are  not  too  widely  different  in 
size.  An  inspection  of  the  graphic 
summary  in  Table  41  will  reveal  three 
groups  of  ratios.  The  averages  for 
stores  below  $80,000  are  almost  iden- 
tical ;  those  for  stores  having  total  net 
sales  between  $80,000  and  $220,000 
are  all  higher  than   for  the  lower 


group,  differing  among  themselves  ap- 
proximately the  same  as  in  the  lower 
group,  but  strangely  decreasing  as  the 
size  of  the  stores  increases.  The 
averages  for  the  next  group — stores 
having  total  net  sales  in  excess  of 
$220,000— are  all  larger  than  for  the 
groups  below.  When  the  entire  series 
of  stores  is  considered,  the  tendency 
for  the  amounts  of  charge  sales  per 
$100  of  total  net  sales  to  increase  with 
the  size  of  the  store  is  unmistakable. 
The  differences  found  for  1918  are 
similar  to  those  noted  for  1919.  The 
details  are  shown  for  1918  in  Table 


TABLE  41 

TOTAL  NET  SALES,  TOTAL  CHARGE  SALES,  AND  AMOUNT  OF  CHARGE  SALES  PER 
$100  OF  TOTAL  NETT  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE,  1919 


Claaelfled 

Total 
Het  Sales 
(m  OOO's) 


Storea  Baportlng  on  Cbarge  Sales 


Of 

Stores 


Total 
net  Sales 


Total 

ATwninfc 

of 
Cliarge  Sales 


Amount  of 
Charge 
Salea 
per  $100 
of  Total 
Net  Sales  0 


Ratio  Which  Amount  of  Charge 
Sales  per  $100  of  Total  Net 
Sales  in  Stores  of  Different 
Size,  is  of  the  iaount  for 
All  Stores 


Per 
Cent. 


Per  Cent. 
40  60  80  100  120  140  160 


Total  (Average) 


Under  $20 

$20  to  $40 

$40  to  $60 

$60  to  $80 

$80  to  $100 

$100  to  $140 

$140  to  $180 

$180  to  $220 

$220  to  $300 

$300  to  $500 

$500  and  Over 

Under  $40 
$40  to  $80 
$80  to  $180 

$180  and  Over 


315 


46 
122 
107 

40 


$36,682,671 


36,777 
1,359,226 
3,589,240 
3,534,041 
3,534,814 
5,582,053 
3,332,660 
1,809,503 
3,122,384 
4,117,232 
6,864,741 


1,396,003 

6,923,281 

12,449,527 

15,913,860 


511,283,402 


2,446 

316,527 

846,329 

766,353 

1,067,408 

1,629,066 

880,927 

472,306 

980,775 

1,694,682 

2,626,583 


318,973 
1,612,682 
3,577,401 
5,774,346 


$30.75 


6.65 
23.29 
23.58 
22.98 
30.19 
29.18 
26.43 
26.10 
31.41 
41.25 
38.25 


22.85 
23.29 
28.75 
36.29 


100.0 

21.6 
75.7 
76.7 
74.7 
98.2 
94.9 
85.9 
84.9 
102.1 
134.1 
124.4 


71.8 
75.7 
9S.5 

118.0 


Average  $30.75 


TABLE  42 


TOTAL  NET  SALES,  TOTAL  CHARGE  SALES,   AND  AMOUNT  OF   CHARGE  SALES  PER 
$100  OP  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE,  1918 


Classified 

Total 
Het  Sales 
(in  000' 8) 


Stores  Reporting  on  Charge  Sales 


Nujiiber 

of 
3tore8 


Tofal 
Ket  Sales 


Total 

Amovint 

of 

Charge  Sales 


Amotint  of 
Charge 
Sales 
per  ^100 
of  Total 
Net  Sales 


Ratio  IVhich  AjnO\mt  of  Charge 
Sales  per  $100  of  Total  Set 
Sales  in  Stores  of  Different 
Size,  is  of  the  Amount  for 
All  Stores 


Per  Cent. 

60  80  100  120  140  160 


Total  (Average) 


124,595,376 


$7,411,591 


§30.15 


Under  $20 

§20  to  §40 

§40  to  §60 

§60  to  §80 

§80  to  §100 

§100  to  §140 

§140  to  §180 

§180  to  §220 

§220  to  §300 

§300  to  §500 

§500  and  Over 


201, 310 
2,565,630 
3,206,653 
3,331,694 
2,316,616 
3,092,507 
1,745,588 
1,197,338 
1,848,845 
2,279,984 
2,809,211 


50,322 
564,642 
742,395 
907,567 
660,012 
868,073 
479,287 
453,416 
782,016 
908,866 
994,995 


25.00 
22.01 
23.15 
27.24 
28.50 
28.07 
27.46 
37.87 
42.29 
39.87 
35.42 


Ux¥ler  §40 
§40  to     §80 
§80  to  ^180 

§180  and  Over 


112 
63 


2,766,940 
6,538,347 
7,154,7U 
8,135,378 


614,964 
1,649,962 
2,007,378 
3,139,293 


22.23 
25.24 
28.06 

38.59 


100.0 


42.  The  average  for  1918  is  $30.13 
per  $100  of  total  net  sales  or  $0.62 
less  than  for  1919.  The  lowest  amount, 
$22.01,  is  found  in  stores  selling 
between  $20,000  and  $40,000  worth  of 
goods,  and  the  highest,  $42.29,  is 
found  in  stores  having  total  net  sales 
of  $220,000  to  $300,000.  When  the 
stores  are  classified  in  wider  groups, 
the  minimum  becomes  $22.23  and  the 
maximum,  $38.59 — an  increase  of  the 
maximum  over  the  minimum  of  73.6 
per  cent,  and  28.1  per  cent,  over  the 
average.  The  averages  for  1918  close- 
ly follow  those  for  1919.    There  is  the 


Average  §30.13 

same  general  tendency  for  them  to 
increase  with  the  size  of  the  stores, 
the  actual  amounts  are  not  noticeably 
different,  and  the  detailed  groups  may 
be  roughly  divided  into  three  classes, 
as  in  1919.  The  situation  in  this  year 
may  be  sketched  by  the  reader  him- 
self by  following  the  discussion  of 
Table  41. 

When  the  stores  of  different  size  are 
treated  in  detail  for  1914,  as  in  Table 
43,  the  same  tendency  for  the  amounts 
of  charge  sales  per  $100  of  total  net 
sales  to  increase  with  the  size  of  the 
stores  appears,  but  the  increase  is  not 
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TABLE  43 

TOTAL  NET  SALES,  TOTAL  CHARGE  SALES,  AND  AMOUNT  OP  CHARGE  SALES  PER 
$100  OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE,  1914 


Classified 

Total 
Ket  Sales 
(in  OOO's) 


•BtoreB  Rapor-tTlng  on  Charge  Sales 


Number 

of 
Storea 


Total 
Met  ^kles 


Total 

Amotmt 

of 

Charge  Sales 


Amount  of 

Charge 

Sales 
per  $100 
of  Total 
Net  Sales 0  20  40 


Ratio  'iThich  Amount  of  Charge 
Sales  per  $100  of  Total  Het 
Sales  irf*  Stores  of  Different 
Size,  is  of  the  Amount  for 
All  Stores 


Per  Cent. 
60  Sfl  190  120  140  160 


Total  (Average) 


Under  i20 

$20  to  $40 

$40  to  $60 

$60  to  $80 

$80  to  $10Q 

$100  to  $140 

$140  to  $180 

$180  to  V220 

$220  to  $300 

$500  to  $500 

$500  and  Over 


Under  $40 
$40  to  $80 
$80  to  $180 

$180  and  Over 


$10,913,219 


03,4V6,657 


$31.86 


24 
71 
41 
18 
11 
11 
5 
3 

2 

1 


365,937 
2,174,252 
2,043,852 
1,199,051 

994,704 
1,246,640 

788,049 

680,757 

761,874 
758,103 


101,985 
548,689 
600,792 
453,113 
334,315 
532, 139 
168,588 
259,140 

126,046 
351,850 


27.87 
25.24 
29.40 
37.79 
33.61 
42.69 
21.39 
44.62 

16.54 
46.41 


2,540,189 
3,242,903 
3,029,393 
2,100,754 


650,674 
1,053,905 
1,035,042 

737,036 


25.62 
32.50 
34.16 
35.08 


100.0 


Average  $31.  ( 


SO  regular  except  when  the  stores  are 
classified  into  wide  groups  as  in  the 
lower  portion  of  the  table.  The  small- 
er number  of  stores  reporting  data 
for  1914  seems  to  explain  this  in  part. 
Moreover,  it  is  altogether  possible  that 
the  data  for  1914  are  neither  so  ac- 
curate nor  so  complete  as  for  the  other 
years.  In  the  lower  groups,  where 
the  instances  are  relatively  more 
abundant,  the  ratios  for  this  year 
closely   follow    those    for    1918    and 


1919.  In  the  upper  groups,  the  data 
are  too  few  for  generalization  for  in- 
dividual groups,  but  when  they  are 
compared  one  with  another,  an  in- 
crease over  the  whole  range  appears. 
The  average  for  all  stores  in  this 
year  is  $31.86  which  is  $1.73  higher 
than  for  1918.  The  complete  range, 
for  the  wider  groups,  is  from  $25.62 
to  $35.08,  while  all  but  six  of  the 
stores  are  within  an  average  range  of 
$25.62  to  $34.16. 


65 


3. — STORES,  CLASSIFIED  BY  SIZE,  RE- 
PORTING DIFFERENT  AMOUNTS  OF 
CHARGE  SALES  PER  $100  OP  TOTAL 
NET  SALES,  1919,  1918,  1914. 

Table  44  shows  for  the  three  years 
as  a  total,  and  for  each  of  the  years 
1919,  1918,  and  1914,  separately,  the 
number  of  stores  of  each  size  which 
reported  different  amounts  of  charge 
sales  per  $100  of  total  net  sales.  This 
table  is  developed  in  order  to  support 
the  averages  given  in  the  tables  above 
for  all  stores  and  for  those  of  dif- 
ferent size.  The  most  common 
amount,    when    all    of    the    stores 


are  considered  for  the  three  year 
period,  is  between  $20  and  $30,  al- 
though there  is  a  relatively  large  num- 
ber reporting  amounts  from  $10  to 
$20  and  from  $30  to  $40.  About  70 
per  cent,  of  the  instances  fall  within 
the  three  groups,  $10-$20,  $20-$30, 
and  $30-$40,  while  approximately  30 
per  cent,  report  amounts  under  $20 
and  over  $40.  For  1919,  1918,  and 
1914,  separately,  the  respective  pro- 
portions of  the  stores  reporting 
amounts  between  $10  and  $40  are  70.8 
per  cent.,  74.2  per  cent.,  and  66.8  per 
cent. 


TABLE  44 

NUMBER   OP   STORES   REPORTING    CLASSIFIED    AMOUNTS    OF    CHARGE    SALES    PER 
$100  OP  TOTAL  NET  SALES,  BY  SIZE  OP  STORE,  1919,  1918,  AND  1914 


■unbar  of  Store*  Bavlng  Claaatflad  Aiuunta  of  Cbarga  Sales  per 
$100  of  Total  Ret  Salea 

OlkHlflOd 

Total 
■•t  8«l«l 
(In  OOO'i) 

Total  (ATBrago) 
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Otw 
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41 
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The  distribution  of  the  stores  ac- 
cording to  the  amount  of  charge  sales 
per  $100  of  total  net  sales,  when 
treated  as  a  total  for  the  three  years 
combined,  and  for  each  of  the  years, 
is  set  out  in  Chart  19.  It  seems  un- 
necessary to  discuss  this  chart  in  view 
of  the  comments  on  Table  44.  The 
purpose  of  the  chart  is  solely  to  show 


at  a  glance  the  approximate  regular- 
ity with  which  the  number  of  stores 
increases  until  the  most  common 
amount  of  charge  sales  per  $100  of 
total  net  sales  is  reached,  and  then 
slowly  decreases  until  the  largest 
amount  is  reached.  This  chart  and 
Table  44  upon  which  it  is  based  merit 
careful  study. 
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CHART  19 

NUMBER  AND  PER  CENT.  OF  STORES  REPORTING  SPECIFIED  AMOUNTS  OF  CHARGE 

SALES  PER  $100  OF  TOTAL  NET  SALES  FOR  1919,  1918,  AND  1914,  COMBINED,  AND 

FOR   THESE  YEARS   SEPARATELY 
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Cbarea  Salaa 
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10  20  SO 
Per  Cent. 


A  somewhat  different  approach  to 
the  relation  between  charge  sales  and 
total  net  sales  is  made  in  Chart  20 
which  is  based  upon  Table  44.  This 
chart  shows  the  number  and  per  cent, 
of  stores  of  different  size  reporting 
the  same  amount  of  charge  sales  per 
$100  of  total  net  sales.  The  chart  re- 
veals the  interesting  fact  that  the  pro- 
portion of  small  stores  is  essentially 
constant  for  amounts  of  $10  to  $40 
per  $100  of  total  net  sales,  but  that 
it  is  approximately  twice  as  large  for 
stores  having  amounts  less  than  $10, 
as  it  is  for  stores  having  amounts  in 
excess  of  $40.    The  actual  number  of 


stores  and  per  cents  are  as  follows: 
seventy  or  68.6  per  cent,  of  the  stores 
reporting  the  lowest  amount,  that  is, 
under  $10,  sold  between  $20,000  and 
$60,000  worth  of  goods.  Seventy- 
eight  or  49.1  per  cent,  of  those  report- 
ing between  $10  to  $20  were  of  the 
same  size,  while  the  corresponding 
number  and  per  cent,  of  those  report- 
ing amounts  of  $20  to  $30  were  102 
or  48.3  per  cent.;  of  those  reporting 
$30  to  $40,  83  or  42.1  per  cent.;  of 
those  reporting  $40  to  $50,  28  or  35.0 
per  cent. ;  and  18  or  37.5  per  cent,  of 
those  reporting  $50  and  over. 
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CHART  20 

NUMBER  AND  PER  CENT.  OF  STORES  REPORTING  SPECIFIED  AMOUNTS  OF  CHARGE 

SALES  PER  $100  OF  TOTAL  NET  SALES  FOR  1919,   1918,   AND   1914,    COMBINED, 

DISTRIBUTED  BY  SIZE  OF  STORE 
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10  20  30 
Per  Cent, 
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VIII.  VALUE  OF  RETURNED  GOODS 


1. — LVALUE  OP  RETURNED  GOODS  PER 
$100  OP  TOTAL.  NET  SALES  IN 
STORES  CLASSIFIED  BY  GEOGRAPH- 
ICAL DIVISIONS. 

The  value  of  returned  goods  in  re- 
tail clothing  stores  is  closely  related 
to  the  subject  of  sales.  In  the  three 
years  1919,  1918,  and  1914,  the  stores 
which  reported  $33,183,320  of  total 
net  sales  reported  the  value  of  their 
returned  goods  as  $877,499.  This  rep- 
resents $2.64  for  every  $100  of  total 
net  sales.  In  1919,  the  ratio  of  these 
two  amounts  was  $2.58;  in  1918,  it 
was  $2.78 ;  and  in  1914,  $2.54.  The 
total  net  sales  of  the  stores  reporting 
both  amounts  increased  between  1914 
and  1919  by  $12,986,843  or  280  per 
cent. ;  the  returned  goods,  $337,409  or 
286  per  cent.,  and  returned  goods  per 
$100  of  total  net  sales,  $0.04  or  1.6 
per  cent. 

Of  the  total  net  sales  in  1919,  of 
$17,621,632,  the  East  furnished  $2,- 
345,868  or  13.3  per  cent. ;  the  South, 
$5,638,410  or  32.0  per  cent;  the  East 
North  Central,  $3,824,276  or  21.7  per 
cent. ;  the  West  North  Central,  $4,084,- 
022  or  23.2  per  cent. ;  and  the  West, 
$1,729,056  or  9.8  per  cent.  The  cor- 
responding amounts  and  percentages 
of  the  total  returned  goods  of  $455,- 
399  were:  the  East,  $69,413  or  15.3 
per  cent. ;  the  South,  $235,894  or  51.8 
per  cent.;  the  East  North  Central, 
$85,172  or  18.7  per  cent.;  the  West 
North  Central,  $43,421  or  9.5  per 
cent. ;  and  the  West,  $21,499  or  4.7  per 


cent.  The  amounts  of  returned  goods 
per  $100  of  total  net  sales  for  the  dif- 
ferent geographical  divisions  for  1919 
were,  respectively,  $2.96,  $4.18,  $2.23, 
$1.06  and  $1.24.  The  amount  was 
largest  in  the  South  and  smallest  in 
the  West  North  Central.  Put  on  a 
percentage  basis,  the  ratio  for  each 
of  the  divisions,  in  terms  of  the  aver- 
age, for  1919,  was  as  follows:  the 
East,  114.7;  the  South,  162.0;  the 
East  North  Central,  86.4;  the  West 
North  Central,  41.1;  and  the  West, 
48.1.  The  actual  difference  between 
the  returned  goods  per  $100  of  total 
net  sales  in  the  South  and  the  West 
North  Central  was  $3.12  or  74.6  per 
cent,  of  the  amount  for  the  South,  and 
294  per  cent,  of  the  amount  for  the 
West  North  Central. 

The  number  of  stores,  amounts  of 
total  net  sales,  and  value  of  returned 
goods,  as  well  as  the  value  of  returned 
goods  per  $100  of  total  net  sales  for 
each  of  the  divisions  and  for  the  years 
1919,  1918,  and  1914,  separately,  and 
as  a  total,  are  set  out  in  Table  45  and 
the  accompanying  graphic  summary. 
A  comparison  of  the  divisions  for  the 
years  1919,  1918,  and  1914,  com- 
bined, may  be  made  directly  from 
Chart  21. 

Table  46  contrasts  in  another  way, 
in  the  various  geographical  divisions, 
the  value  of  returned  goods  per  $100 
of  total  net  sales.  It  contains  the 
actual  amounts  for  each  of  the  divi- 
sions and  the  relation  which  each  bears 
to  the  total  of  all.     These  relations 


TABLE  45 

TOTAL  NET  SALES,  VALUE  OF  RETURNED  GOODS,  AND  VALUE  OP  RETURNED- 
GOODS  PER  $100  OF  TOTAL  NET  SALES,  BY  GEOGRAPHICAL 
DIVISIONS  AND  BY  YEARS 
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Stores  Reporting;  on  Returned  Goods 

Ratio  Which  the  Value  of 
Returned  Goods  Per  $100 
of  Total  Net  Sales  for  All 
Areas  and  for  Each  Area  is 
for  Each  of  the  Years, 
Dasod  on  the  Average  for 
All  Years. 

Per  Cent. 
5   50  60  90  120  150  190  2 

Geographical 
Divisions 

HOnber 

of 
Store- 
Years 

^tal 
Vet  Sales 

Total 
Sales 
Value 
of 
Returned 
Goods 

Value  of 
Returned 

Goods 
Per  $100 
of  Total 
Net  SAles 
( 

Per 
Cent. 

10 

Total 
(Average) 

356 

^3,183,320 

$877,499 

$2.64 

; 

100.0 

Total 
(Average) 

1910 
1918 
1914 

151 
131 
74 

17,621,632 

10,926,899 

4,634,789 

455,399 
304,110 
117^90 

2.58 
2.78 
2.54 

97.7 

105.5 

96.2 

Total 
(Average ) 

44 

$  4,678,009 

$154,634 

$3.31 

125.4 

The  East 

1919 
1918 
1914 

18 

17 

9 

2,545,868 

1,672,606 

659,635 

69,413 
52,371 
52,850 

2.96 
3.15 
4.98 

112.1 
118.6 
188.6 

Total 
(Average) 

63 

410,778,995 

$453,890 

$4.21 

1S9.5 

The  Soutb 

1919 
1918 
1914 

28 
£4 
11 

5,638,410 
3,724,693 
1,415,892 

235,894 

160,621 

67,376 

4.18 
4.51 
4.05 

158.5 
165.3 
155.4 

^^^^ 

1 

^^^  i 

! 
J 

1 
• 

— 

Total 
(Average) 

102 

1  6,927,765 

$149,509 

$2.16 

81.8 

last  North 
Central 

1919 
1918 
1914 

42 
58 
22 

3,824,276 

2,291,582 

811,897 

85,172 
54,251 
10,086 

2.23 
2.37 
1.24 

84.5 
89.8 
47,0 

Total 
( Average ) 

109 

$  7,493,401 

$  78,338 

$1.05 

39.8 

Vest  North 
Central 

1919 
1918 
1914 

47 
39 
«3 

4,084,022 
2,264,578 
1,144,801 

43,421 
24,440 
10,477 

1.06 
1.08 
0.92 

40.2 
40.« 
54.8 

Total 
(Average) 

38 

e  3,305,160 

$  41,128 

$1.24 

47.0 

aSMWeet 

1919 
1918 
1914 

16 

13 

9 

1,729,056 
973,440 
602,664 

21,499 

12,427 

7,202 

1.24 
1.28 
1.20 

47.0 
48.6 

45.6 

Average  §2.64 
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CHART  21 

VALUE  OF  RETURNED  GOODS  PER  $100  OF  TOTAL  NET  SAI^ES  IN  STORES 
CLASSIFIED  BY  GEOGRAPHICAL  DIVISIONS — AVERAGE  1919,   1918,  AND  1914 


Geographical 
Divisions 


Total  (Average) 

The  East 

The  South 

East  North  Central 

West  North  Centrsa 


DO          fl.00 

#2.00 

13.00 

$4.00 

#5J 

^^^^^ 

^ 

^^^ 

^MH 

The  West 


Amount 

$2.64 

4.21 
2.16 
1.05 
1.24 


$0.00    $1.00   $2.00   |$3.00 
Average  $2.64 


$4.0  0       $5.00 


are  given  as  percentage  changes — plus 
or  minus.  It  should  be  noted  that  the 
averages  for  the  East  exceed  those  for 
all  of  the  divisions  by  from  12  to  26 
per  cent.,  except  for  1914,  when  the 
amount  is  almost  double  that  for  the 
average.  The  amount  for  the  South 
uniformly  exceeds  that  for  all  divi- 
sions by  approximately  60  per  cent. ; 
the  amount  for  the  East  North  Central 
is  less  than  the  average  by  a  margin 
of  15  per  cent.,  for  1919  and  1918, 
while  it  is  not  more  than  about  one- 
half  of  the  average  for  1914.  The 
amounts  for  both  the  West  North 
Central  and  the  West  are  below  the 
average  by  as  much  as  50  to  60  per 
cent.,  the  percentages  being  surpris- 
ingly uniform  for  the  several  years. 
In  summary,  it  may  be  said,  that  the 
amounts  of  returned  goods  per  $100 
of  total  net  sales  for  the  East  and 
South  clearly  exceed  in  all  years  the 
average  for  all  divisions,  and  that  the 


amounts  for  the  other  regions  as 
clearly  fall  below  the  average  for  all 
divisions.  These  facts  are  set  out  in 
Table  46. 

2. — ^VALUE  OP  RETURNED  GOODS  PER 
$100  OF  TOTAL  NET  SALES  IN  STORES 
OF  DIFFERENT  SIZE. 

The  above  discussion  and  tables 
suffice  to  show  the  amounts  and  dif- 
ferences of  returned  goods  per  $100 
of  total  net  sales  for  stores  classified 
by  years  and  by  geographical  divi- 
sions. The  following  discussion  bears 
specifically  on  this  relation  for  stores 
of  different  size  for  each  of  the  years, 
and  makes  it  possible  for  a  merchant, 
not  only  to  compare  his  store  with  the 
average  for  the  groups  to  which  it 
belongs,  but  also  to  determine  the 
amounts  which  obtain  in  stores  of  dif- 
ferent size,  and  the  range  of  variation 
which  characterizes  stores  in  general. 
In  these  data,  each  merchant  may  find 
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TABLE  46 


AMOUNT   OF    RETURNED   GOODS  PER   $100   OP   TOTAL   NET    SALES   AND   THE   PER 
CENT.  DIFFERENCE  BETWEEN  THE  VARIOUS  DIVISIONS  AND  THE  TOTAL,  BY  YEARS 


Amount  of  Returned  Goods  and  Per  Cent.  Differences  TOiloh 
Each  District  Is  of  the  Total 

Geographical 
Sirisiosa 

Total 

1919 

1918 

1914 

Amount 

Per  Cent. 
Difference 

Amount 

Per  Cent, 
Difference 

Amount 

Per-  Cent, 
Difference 

Amoimt 

Per  Cent. 
Difference 

/.Total  . 
II      (Average) 

e2;64 

100.0 

$2,58 

100,0 

$2,78 

100.0 

12.54 

100.0 

Tbo  East 

The  Soutb 

East  North  Central 

West  North  Central 

The  West 

3,31 
4.21 
2.16 
1.05 

1.24 

♦25.4 
♦59.5 
-18.2 
-60,2 

-53.0 

2.96 
4.18 
2.23 
1.06 
1.24 

♦14.7 
♦62.0 
-13.6 
-58.9 
-51.9 

3,13 
4.31 
2.37 
1.08 
1.28 

♦12.6     4.98 
♦55.0     4.05 
-14.7     1.24 
-61.2      .92 
-54.0     1.20 

♦96.0 
♦59.4 
-51.2 
-63.8 
'52.7 

a  standard  or  norm  by  which  he  may 
judge  his  own  experience  and  practice. 
Table  47  shows  the  results  of  the 
analysis  of  these  two  factors  for  the 
years  1919,  1918,  and  1914,  treated  as 
a  total.  The  stores  are  classified  by 
size,  first  in  detail,  and  afterward  in 
more  summarized  form.  A  conspicu- 
ous feature  of  this  table  and  of  the 
graphic  summary  is  the  fact  that  un- 
mistakably the  amount  of  returned 
goods  per  $100  of  total  net  sales  in- 
creases with  the  size  of  the  store.  For 
the  smaller  stores — ^those  with  sales 
under  $20,000 — the  average  for  15 
store-years  is  $1.01;  for  those  with 
sales  of  $20,000  to  $40,000,  it  is  $0.93 ; 
and  it  rapidly  increases  until  it 
reaches  a  maximum  of  $5.87  in  stores 
with  total  net  sales  of  $500,000  and 
over.  All  of  the  stores  having  less 
than  $180,000  total  net  sales  have,  on 
the  average,  an  amount  less  than  the 
average  for  all  the  stores ;  those  selling 


more  than  this  amount  per  year,  have 
an  amount  in  excess  of  the  average. 

The  tendency  for  this  amount  to  in- 
crease with  the  size  of  the  store  is 
brought  out  more  strikingly  in  the 
lower  part  of  the  table  where  the 
stores  are  classified  in  wider  groups. 
In  this  case,  the  increase  from  group 
to  group  is  unmistakable  and  consist- 
ent, starting  at  $0.94  and  rising  to 
$4.72 — an  increase  of  402  per  cent, 
over  the  lowest  and  78.8  per  cent,  over 
the  average  amount.  But  the  amounts 
at  the  extremes  are  exceptions.  For 
the  230  store-years,  or  64.6  per  cent, 
of  the  total,  the  stores  which  range  in 
size  from  $40,000  to  $180,000  total 
net  sales,  had  values  of  returned  goods 
per  $100  of  total  net  sales  from  ap- 
proximately $1.40  to  $1.70.  This  shows 
a  difference  of  $0.30.  For  the  31 
store-years  or  8.7  per  cent,  of  the 
total,  the  stores  which  range  in  size 
from  $180,000  to  $500,000  and  over, 
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TABLE  47 

TOTAL  NET  SAL.ES,  VALUE  OF  RETURNED  GOODS,  AND  VALUE  OF  RETURNED  GOODS 

PER  $100  OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE,  FOR  1919, 

1918,  AND  1914,  COMBINED 


Stores  Reporting  on  Returned  Goods 

Ratio  which  Value  of  Returned 
Goods  Per  $100  of  Total  Net 
Sales,  in  Stores  of  Different 
Size,  is  of  tbe  Aaxmnt  for 
All  Stores. 

Per  Cent. 
0   50  60  90  120  ISO  ,18^  210  24 

Classified 

Total 
Set  Sales 
(in  OOO's) 

Vwdber 

of 
Store- 
Years 

Het^Sales 

Total 

Sales 
Value  of 
Returned 

Goods 

Value  of 
Returned 

Goods 
Per  $100 
of  Total 
Net  Sales 

PW 
Cent. 

0 

Total 
(Average) 

356 

$55,185,520 

$877,499 

$2.64 

^^ 

100.0 

Under  $20 

15 

225,917 

2,262 

1,01 

58.5 

#20  to  $40 

80 

2,505,015 

25,276 

0.95 

■■ 

56.2 

f40  to  $60 

78 

5,854,556 

59,950 

1.56 

■HIM 

59.1 

$60  to  $80 

54 

5,752,856 

45,228 

1.21 

■■■ 

45.8 

$80  to  $100 

4£ 

5,755,911 

'60,161 

1.60 

t^mm 

60.6 

$100  to  $140 

41 

4.889,«59 

85,557 

1.75 

■■■■ 

66.5 

$140  to  $180 

15 

2,546,189 

59,805 

1.70 

■■■■ 

64.4 

$180  to  $220 

9 

1,742,862 

65,555 

5.76 

142.6 

$220  to  $300 
$500  to  $500 
$900  and  Over 

10 

e 

2,485,912 
5,025.602 
4,640,701 

77,950 
145,402 
272,435 

5.15 
4.80 
5.87 

118.5 
181.8 
222.3 

.^ 

Under  $40 

95 

2,728,952 

25,558 

0.94 

55.6 

$40  to  $80 

152 

7,567,572 

105,158 

1.59 

■■^ 

52.6 

$80  to  $180 
$180  and  Over 

98 
51 

10,991,959 
11,895,077 

285,505 
661,500 

1.69 
4.72 

■■"■  ! 

64.0 
178.8 

Average    $2.64 

had  corresponding  values  of  returned 
goods  from  $3.10  to  $5.90— or  a  dif- 
ference of  $2.80 — and  averaged  $4.72. 
Tables  48,  49,  and  50  show,  by  years, 
details  similar  to  those  given  in  Table 
47  for  the  three  years.  In  Table  48,  giv- 
ing the  situation  in  1919,  the  average 
is  $2.58;  the  lowest  amount  is  $0.83, 
and  the  highest,  when  the  groups  are 
narrow,  is  $6.26.  This  is  an  increase 
from  the  lowest  to  the  highest  of  654 
per  cent,  and  from  the  average  to  the 
highest  of  142.6  per  cent.    The  same 


tendency  for  the  amounts  to  increase 
with  the  size  of  the  stores,  noticed  for 
the  three  years,  is  evident  for  1919, 
and  is  emphasized  in  the  summary  in 
the  lower  part  of  Table  48.  The  low- 
est amount  is  $0.83  and  the  highest, 
$4.23 — an  increase  in  the  case  of  the 
latter  of  410  per  cent,  over  the  mini- 
mum, and  64.0  per  cent,  over  the  aver- 
age. One  hundred  and  eleven  of  the 
151  stores,  however,  showed  amounts 
differing  on  the  average  by  only  $0.20. 
There  is  clearly  a  tendency  in  1919 
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TABLE  48 

TOTAL  NET  SALES,  VALUE  OF  RETURNED  GOODS  AITO  VALUE  OP  RETURNED  GOODS 
PER  $100  OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE,  1919 


Classified 

Total 
Hot  Sales 
(in  OOO's) 


Stores  Repoi^lng  on  Returned  Ckfods 


N\anber 

of 
Stores 


Total 
Net  Sales 


Total 

Sales 

Value  of 

RetTirned 


Value  of 
Returned 

Goods 
Per  $100 
of  Total 
Bet  Sales 


Ratio  Which  Value  of  Returned 
Goods,  Eer  $100  of  Total  Het 
Sales,  In  Stores  of  Different 
Size,  Is  of  the  Amount  for  All 
Stores 


Per 
Cent. 


30  60 


Per  Cent. 
90  120  150  laO  210  240 


,  Total  . 
(Average) 


Ohder  $20 

$20  to  $40 

$40  to  $60 

$60  to  $80 

$80  to  $100 

$100  to  $140 

$140  to  $180 

$180  to  $220 

$220  to  $900 

$300  to  $500 

$500  and  Over 


TJader   $40 
$40  to  $80 
$80  to  $180 

$180  and  Over 


151 


$17,621,632 


$455,399 


$2.58 


612,336 
1,828,291 
1,283,812 
1,728,892 
3,290,813 
1,399,508 

995,022 
1,756,284 
2,299,710 
2,426,964 


5,092 
27,628 
11,536 
29,554 
49,585 
15,814 
20,439 
39,141 
104,550 
152,060 


0.83 
1.51 
0.90 
1.71 
1.51 
1.13 
2.05 
2.23 
4.55 
6.26 


612,336 
3,112,103 
6,419,2U 
7,477,990 


5,092 

39,164 

94,953 

316,190 


0.83 
1.26 
1.48 
4.23 


100.0 


32.2 


87.5 
163.9 


Average    $2.58 


for  amounts  from  $1.50  to  $2.20  to 
characterize  the  value  of  returned 
goods  per  $100  of  net  sales. 

Similar  differences  to  those  noted 
for  1919  are  found  in  1918.  The  de- 
tails are  shown  for  1918  in  Table  49. 
The  average  for  1918  is  $2.78  per  $100 
of  total  net  sales,  or  $0.20  more  than 
for  1919.  The  lowest  amount,  $1.01, 
is  found  in  stores  selling  between  $20,- 
000  and  $40,000  worth  of  goods  in 
1918;  the  highest  is  $6.21,  found  in 
stores  having  total  net  sales  of  $500,- 


000  and  over.  One  hundred  and 
seventeen  of  the  151  stores,  however, 
showed  amounts  ranging,  on  the  aver- 
age, from  $1.01  to  $1.74— a  total  dif- 
ference of  $0.73 ;  while  the  78  stores, 
which  had  total  sales  between  $40,000 
and  $180,000  in  this  year  showed 
values  of  returned  goods  per  $100  of 
total  net  sales  which  ranged,  on  the 
average,  from  $1.50  to  $1.78,  or  by 
a  difference  of  only  $0.28.  Similarly, 
when  all  stores,  except  the  nine  which 
had  sales  of  $180,000  and  over,  are 
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TABLE  49 

TOTAL  NET  SALES, 

VALUE  OP  RETURNED  GOODS  AND  VALUE  OF  RETURNED  GOODS 

PER  $100  OF  TOTAL  NET  SALES,  FOR  STORES  CLASSIFIED  BY  SIZE,  1918 

Stores  Reporting  on  Retvimed  Goods 

Ratio  Which  Value  of  Returned 
Goods  Per  $100  of  Total  Net  . 
Sales  In  Stores  of  Different 
Size,   is  of  the  Anount  for  All 
Stores. 

Per  Cent. 
)      30     60     90     120  150  180  210  24 

Classified 

Total 
Het  Sales 
(In  OOO's) 

Number 

of 
Stores 

Total 
Net  Sales 

Total 

Sales 

Value  of 

Returned 

Goods 

Value  of 
Returned 

Goods 
Per  §100 
of  Total 
Net  Sales     ( 

Per 

Cent. 

0 

,  Total    , 
(Average) 

131 

$10,926,899 

$304,110 

$2.78 

100.0 

Ukider  $20 

5 

71,502 

881 

1.23 

44«e 

^20  to     $40 

59 

1,205,949 

12,206 

1.01 

■HI 

S6.S 

$40  to     #60 

22 

1,097,844 

19,145 

1.74 

■■■HI 

62.6 

♦60  to     $80 

25 

1,750,044 

23,495 

1.34 

■■^ 

48.2 

$80  to  $100 

17 

1,488,211 

25,954 

1.74 

■■■■ 

62.6 

$100  to  $140 

9 

1,038,748 

10,628 

1.02 

warn 

36.7 

$140  to  $180 

5 

796,607 

22,674 

2.83 

mm^mam^ 

101.8 

$180  to  $220 

3 

566,840 

19,246 

3.40 

122.5 

$220  to  $300 
$500  to  $500 
$500  aiui  Over 

5 
2 

1 

729,628 

725,892 

1,455,634 

38,789 
40,852 

90,340 

5.32 
5.63 
6.21 

; 

191.3 
202.5 
223.4 

Dbder  $40 

44 

1,277,451 

13,087 

1.02 

36.7 

$40  to     $80 

47 

2,847,888 

42,640 

1.50 

mamm 

53.9 

$80  to  $180 

31 

5,  323,  566' 

59,156 

1.78 

^^      : 

64.0 

$180  and  Over 

9 

3,477,994 

189,227 

5.44 

195.7 

compared,  the  amounts  are  found  to 
vary,  on  the  average,  from  $1.02  to 
$1.78,  or  by  a  difference  of  $0.76. 

The  differences  between  the  stores 
of  different  size,  when  treated  in  de- 
tail, are  more  erratic  in  1914  than 
they  were  for  the  other  years  and 
seemingly  less  easy  to  explain.  The 
number  of  stores  reporting  is  not  so 
great,  and,  undoubtedly,  the  data  are 
neither  so  accurate  nor  so  complete. 
The  average  for  all  stores  is  $2.54, 
or  $0.24  lower  than  for  1918.  "When 
the  stores  are  classified  into  wide 
groups,  the  same  regular  increase,  no- 
ticed above,  from  small  to  large  stores 


Average    $2.78 

appears.  When  they  are  classified  in 
smaller  groups,  as  in  the  upper  part 
of  the  table,  considerable  irregularity 
appears.  Using  wider  groups  and 
making  the  same  sort  of  comparison 
for  1914  that  was  made  for  each  of 
the  other  years,  the  minimum  amount 
is  found  to  be  $0.88  and  the  maximum, 
$5.95 — an  increase  of  the  maximum 
over  the  minimum  of  576  per  cent, 
and  over  the  average  of  134  per  cent. 
The  data  for  1914  are  contained  in 
Table  50. 

By  ignoring  the  extremes,  however^ 
it  may  be  seen  that  even  in  this  year, 
there  is  a  distinct  similarity  in  the 
average  amounts  of  returned  goods 
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TABLE  50 

TOTAL  NET  SALES, 

VALUE  OF  RETURNED  GOODS  AND  VALUE  OP  RETURNED  GOODS 

PER  $100  OF  TOTAL  NET  SAT,F,S,  FOR  STORES  CLASSIFIED  BY  SIZE,  1914 

Stores  Reporting 

3n  Returned  Goods 

Ratio  Vftiich  Value  of  Returned 
Goods  Per  $100  of  Total  Not 
Sales  In  Stores  of  Different 
Size,   is  of  the  Amount  for  All 
Stores. 

Per  cent, 
)       30     60     90  120  150  180  210  240 

Classified 

Total 
Net  Sales 
(In  OOO's) 

Number 

of 
Stores 

Total 
Net  Sales 

Total 

Sales 

Value  of 

Returned 

Goods 

Value  of 
Returned 

Goods 
Per  $100 
of  Total 
Net  Sales    ( 

Per 
Cent. 

,  Total 
(Average) 

74 

$4,634,789 

$117,990 

$2.54 

^ 

100.0 

Under  *20 

10 

152,415 

1,381 

0.91 

55.8 

$20  to     $40 

21 

686,730 

5,978 

0.87 

^^ 

S4.S 

|40  to     $60 

19 

908,401 

13,157 

1.45 

57.1 

$60  to     $80 

10 

698,980 

10,197 

1.46 

^1^^ 

57.6 

$80  to  $100 
$100  to  $140 
$140  to  $180 
$180  to  $220 

6 
5 

1 
1 

538,808 
560,278 
150,074 
181,000 

4,653 
2S,324 

1,417 
35,850 

0.86 
4.52 
0.94 
14.28 

■■ 

33.9 
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37.0 
566.1* 
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$220  ,tD  $300 
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$300  to  $500 
$500  and  Over 
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758,103 

30,033 

3.96 
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• 
155.9 

Under   $40 

31 

839,145 

7,359 

0.88 

34.6 

$40  to     $80 

29 

1,607,381 

23,354 

1.48 

MHHl 

58.3 

$80  to  $180 
$180  and  Over 

12 
2 

1,249,160 
939,103 

31,394 
55,883 

2.51 
5.95 

^~'^. 

98.S 
234.3 

Average         $2  £A 

per  $100  of  total  net  sales  for  stores 
of  different  size.  For  the  66  stores 
with  sales  less  than  $100,000,  the  aver- 
ages ranged  from  $0.87  to  $1.46,  or 
by  a  difference  of  $0.59.  The  average 
difference  for  the  41  stores,  with  total 
net  sales  ranging  from  $40,000  to 
$180,000,  is  $1.03. 

3. — STORES,  CLASSIFIED  BY  SIZE,  RE- 
PORTING DIFFERENT  AMOUNTS  OP 
RETURNED  GOODS  PER  $100  OP 
TOTAL  NET  SALES,  1919,  1918,  AND 
1914. 

Table  51  shows  for  the  three  years 


*Pull   length  not  shov/n 

as  a  total  and  for  each  of  the  years 
1919,  1918,  and  1914,  separately,  the 
number  of  stores  of  each  size  which 
reported  different  amounts  of  re- 
turned goods  per  $100  of  net  sales. 
This  table  is  developed  to  support  the 
averages  given  in  the  tables  above  for 
all  stores  and  for  those  of  different 
size.  The  most  common  amount,  when 
the  three  years  are  considered,  is  be- 
tween $0.50  and  $1.00,  although  there 
is  a  relatively  large  number  of  stores 
reporting  amounts  less  than  $0.50  and 
in  excess  of  $1.00.  Indeed,  33  store- 
years    show    amounts    greater    than 
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$4.00.  However,  173  or  48.6  per  cent, 
of  all  the  stores  fall  between  $0.50 
and  $1.50,  while  only  75  or  21.1  per 
cent,  report  amounts  in  excess  of 
$2.00.  For  1919, 1918,  and  1914,  sep- 
arately, the  respective  proportions  of 
the  stores  reporting  amounts  between 
$0.50  and  $1.50  are  45.7  per  cent, 
51.2  per  cent.,  and  50.0  per  cent. 

The  distriWtion  of  the  stores, 
treated  as  a  total  for  the  three  years 
combined,  and  for  each  of  the  years, 
according  to  the  amount  of  returned 
goods  per  $100  of  total  net  sales,  is 
set  out  in  Chart  22.  Discussion  of  this 
chart  seems  unnecessary  in  view  of 
the  comments  on  Table  51.  The  chart 
is  produced  solely  to  show  at  a  glance 
the  approximate  regularity  with  which 
the  number  of  stores  increases  until 
the  most  common  amount  of  returned 
goods  per  $100  of  total  net  sales  is 
reached,  and  then  slowly  decreases 
until  the  largest  amount  is  encoun- 
tered. This  chart  and  Table  51  should 
receive  close  attention. 

A  somewhat  different  approach  to 
the  relation  between  returned  goods 


and  total  net  sales  is  developed  in 
Chart  23.  This  chart  shows  the  num- 
ber and  per  cent,  of  stores  of  different 
size  reporting  the  same  amount  of  re- 
turned goods  per  $100  of  total  net 
sales.  Forty-three,  or  55.1  per  cent, 
of  the  stores  reporting  the  lowest 
amount  sold  between  $20,000  and  $60,- 
000  worth  of  goods.  Sixty-three,  or 
52.1  per  cent,  of  those  reporting  be- 
tween $0.50  and  $1.00  were  of  the 
same  size,  while  the  corresponding 
number  of  those  reporting  amounts 
of  $1.00  to  $1.50  was  20  or  38.5  per 
cent.;  of  those  reporting  $1.50  to 
$2.00,  8  or  26.7  per  cent;  of  those 
reporting  $2.00  to  $4.00,  15  or  35.7 
per  cent.;  and  of  those  reporting 
$4.00  and  over,  9  or  27.3  per  cent. 
This  means  that  the  percentage  of 
small  stores  which  reported  the  small- 
est amounts  of  returned  goods  per 
$100  of  total  net  sales  is  more  than 
double  that  of  small  stores  which  re- 
port the  largest  amount  of  returned 
goods  per  $100  of  total  net  sales. 
Chart  23  should  be  studied  both  inde- 
pendently and  in  relation  to  Table  51. 
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CHART  22 


NUMBER  AND  PER  CENT.  OF  STORES  REPORTING  SPECIFIED   AMOUNTS  OP 

RETURNED  GOODS  PER  $100  OF  TOTAL  SALES  FOR  1919,  1918,  AND  1914 

COMBINED,  AND  FOR  THESE  YEARS  SEPARATELY 
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CHART  23 


NUMBER  AND  PER   CENT.  OP  STORES  REPORTING  SPECIFIED  AMOUNTS  OP 

RETURNED  GOODS  PER  $100  OF  TOTAL.  NET  SALES  FOR  1919,   1918,   AND 

1914  COMBINED,  DISTRIBUTED  BY  SIZE  OP  STORE 
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IX.  VALUE  OF  AVERAGE  MONTHLY  OUTSTANDING  ACCOUNTS 


1. — ^AVERAGE  MONTHLY  OUTSTANDING 
ACCOUNTS  PER  $100  OF  TOTAL  NET 
SALES  IN  STORES  CLASSIFIED  BY 
GEOGRAPHICAL  DIVISIONS. 

It  has  seemed  wise  to  treat  the  sub- 
ject of  the  average  monthly  outstand- 
ing accounts  as  a  part  of  the  discus- 
sion of  sales.  The  stores  which  re- 
ported total  net  sales  of  $70,118,398 
for  the  three  years  1919,  1918,  and 
1914,  also  reported  average  monthly 
outsta^  ""  ig  accounts  of  $4,731,964. 
Thi*^^  ctns  that  for  every  $100  of 
tot:  jt  sales,  the  average  amount  of 
out^  iding  accounts  was  $6.75.  In 
191.  ,he  ratio  of  these  two  items  was 
$6.24,  in  1918,  $6.94,  and  in  1914, 
$8.15.  The  total  net  sales  of  the 
stores  reporting  both  amounts  in- 
creased between  1914  and  1919  by 
$26,340,311  or  259  per  cent.,  while  the 
outstanding  accounts  increased  $1,- 
447,656  or  174  per  cent.  The  out- 
standing accounts  per  $100  of  sales, 
however  J  decreased,  between  1914  and 
1919,  $1.91  or  23.4  per  cent.  Collec- 
tions were  distinctly  more  complete 
both  in  1919  and  in  1918  than  they 
were  in  1914. 

Of  the  total  net  sales  in  1919  of 
$36,527,324,  the  East  furnished  $5,- 
102,044  or  14.0  per  cent. ;  the  South, 
$7,520,630  or  20.6  per  cent. ;  the  East 
North  Central,  $9,159,169  or  25.1  per 
cent.;  the  West  North  Central,  $9,- 
872,488  or  27.0  per  cent.;  and  the 
West,  $4,872,993  or  13.3  per  cent.  The 
corresponding  amounts  and  percent- 


ages of  the  total  average  monthly  out- 
standing accounts  of  $2,277,863  were 
for  the  East,  $239,336  or  10.5  per 
cent. ;  the  South,  $630,737  or  27.7  per 
cent. ;  the  East  North  Central,  $599,- 
478  or  26.3  per  cent. ;  the  West  North 
Central,  $601,130  or  26.4  per  cent.; 
and  the  West,  $207,182  or  9.1  per 
cent.  The  amounts  of  outstanding  ac- 
counts per  $100  of  total  net  sales  for 
the  different  geographical  divisions 
for  1919  were,  respectively,  $4.69, 
$8.39,  $6.55,  $6.09,  and  $4.25.  The 
amount  was  largest  in  the  South  and 
smallest  in  the  West.  Put  on  a  per- 
centage basis,  the  ratio  for  each  of  the 
divisions,  in  terms  of  the  average  for 
1919,  was  as  follows:  the  East,  75.2; 
the  South,  134.5 ;  the  East  North  Cen- 
tral, 105.0;  the  West  North  Central, 
97.6 ;  and  the  West,  68.1.  The  actual 
difference,  in  1919,  between  the  South 
and  the  West  was  $4.14  or  49.3  per 
cent,  of  the  amount  for  the  South  and 
97.4  per  cent,  of  the  amount  for  the 
West. 

The  number  of  stores,  amounts  of 
total  net  sales,  and  average  monthly 
outstanding  accounts,  as  well  as  the 
average  monthly  outstanding  accounts 
per  $100  of  total  net  sales  for  each 
of  the  geographical  divisions,  and  for 
the  years  1919,  1918,  and  1914,  sepa- 
rately, and  as  a  total,  are  set  out  in 
Table  52  and  the  accompanying 
graphic  summary.  A  comparison  of 
the  divisions  for  the  years  1919,  1918, 
and  1914  combined  is  given  in  Chart 
24. 
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Table  53  contrasts  in  another  way 
the  amount  of  monthly  outstanding 
accounts  per  $100  of  total  net  sales 
in  the  various  geographical  divisions. 


It  contains  the  actual  amounts  for 
each  of  the  divisions  and  the  relation 
which  each  bears  to  the  total.  These 
relations    are    given    as    percentage 


TABLE  52 

TOTAL  NET   SALES,  TOTAL  AMOUNT  OF   AVERAGE   OUTSTANDING   ACCOUNTS  AND 

AMOUNT  OF  AVERAGE   MONTHLY  OUTSTANDING  ACCOUNTS  PER  $100  OP  TOTAL 

NET  SALES  FOR  STORES  CLASSIFIED  BY  GEOGRAPHICAL  DIVISIONS, 

1919,  1918,  1914 
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Ratio  y/hlch  Amount  of  Out- 
standing Accotints  per  $100 
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Areas  and  for  Each' Area  is 
for  Each  of  the  Years  Based 
on  the  Average  for  All  Years 
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changes — plus  or  minus.  It  should  be 
noted  that  the  averages  for  the  South 
exceed  in  two  years  those  for  all  di- 
visions by  approximately  30  per  cent., 
and  in  one  year,  1918,  by  16.4  per 


cent.  For  all  the  years,  as  an  average, 
the  amount  for  the  South  is  27.0  per 
cent,  higher  than  for  all  divisions. 
The  averages  for  the  East  North  Cen- 
tral also  exceed  those  for  all  divi- 


CHART  24 

VALUE  OF  AVERAGE  MONTHLY  OUTSTANDING  ACCOUNTS  PER  $100  OP  TOTAL  NET 
SALES  IN  STORES  CLASSIFIED  BY  GEOGRAPHICAL  DIVISIONS  FOR   1919,  1918,  AND 

1914  COMBINED 
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TABLE  53 

VALUE   OF   AVERAGE    MONTHLY    OUTSTANDING    ACCOUNTS   PER   $100   OP    TOTAU 
NET  SALES  AND  THE  PER  CENT.  DIFFERENCE  BETWEEN  THE  VARIOUS  DIVISIONS 
AND  THE  TOTAL,  BY  YEARS 


Amount  of  Cutstanding  Accounts  and  Per  Cent.  Difference  Which 
Each  Division  is  from  the  Total 

Geographical 

Total 

1919 

1918 

1914 

Divisions 

Amount 

Per  Cent, 
Difference 

Amount 

Per  Cent. 
Difference 

Amount 

Per  Cent. 
Difference 

Amount 

Per  Cant. 
Diffei'enc© 

Total 

$6.75 

100.0 

$6.24 

100.0 

$6.94 

100.0 

$8.15 

100.0 

The  East 

The  South 

East  North  Central 

West  North  Central 

The  West 

5.44 
8.57 
7.43 
6.49 
4.64 

-19.4 
♦27.0 
♦10.0 
-3.9 
-31.3 

4.69 
8.39 
6.55 
6.09 
4.35 

-24.8 

t34.5 

♦5.0 

-2.4 

-31.9 

5.50 
8.08 
8.19 
6.74 
4.69 

-20.8 
♦  16.4 
♦18.0 
-2.9 
•38.4 

7.66 
10.63 
8.86 
7.37 
5.85 

•6.0 

t30.4 

♦8.7 

-9.6 

-28.2 
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Bions.  In  1918,  the  amount  of  dif- 
ference is  approximately  as  large  as 
that  for  the  South.  The  averages  for 
the  other  divisions,  for  all  the  years, 
are  less  than  for  all  divisions,  the 
difference  being  largest  for  the  West 
and  smallest  for  the  West  North 
Central. 

The  position  of  the  South  in  regard 
to  outstanding  accounts  is  in  keeping 
with  its  rank  in  the  matter  of  charge 
sales.  It  will  be  remembered  that  the 
charge  sales  per  $100  of  total  net  sales 
for  this  division  exceeded  the  average 
for  the  entire  country  by  $11.57  or 
37.7  per  cent.  It  is,  therefore,  not 
surprising  that  the  relative  amount  of 
outstanding  accounts  should  likewise 
exceed  that  for  the  country  as  a  whole. 

2. — AVERAGE  MONTHLY  OUTSTANDING 
ACCOUNTS  PER  $100  OP  TOTAL  NET 
SALES  IN  STORES  OP  DIPFERENT  SIZE. 

The  above  discussion,  tables,  and 
chart,  suffice  to  show  the  amounts  and 
differences  of  average  monthly  out- 
standing accounts  per  $100  of  total 
net  sales  for  the  stores  classified  by 
years  and  by  geographical  divisions. 
The  following  discussion  has  to  do 
with  this  relation  for  stores  of  differ- 
ent size  for  the  period  covered  in  this 
study. 

Table  54  gives  the  results  of  the 
analysis  of  average  amounts  of  month- 
ly outstanding  accounts  per  $100  of 
total  net  sales  for  the  years  1919, 
1918,  and  1914,  treated  as  a  total. 
The  stores  are  classified  by  size,  first 
in  detail  and  then  by  larger  groups. 

Unlike    the     conditions     discussed 


above,  with  respect  to  the  size  of  stores 
and  the  amounts  of  returned  goods 
and  charge  sales  per  $100  of  total  net 
sales,  no  such  unmistakable  tendency 
is  shown  for  outstanding  accounts  per 
unit  of  sales  to  be  larger  for  the 
larger  stores.  True,  a  slight  tendency 
in  this  direction  is  noticeable  when  the 
stores  are  classified  into  wide  groups, 
but  in  the  absence  of  a  clear  trend, 
the  net  effect  of  unduly  widening  the 
classes  is  to  force  the  data. 

Table  54  seems  to  indicate  that  the 
margin  of  difference  between  the 
amounts  of  outstanding  accounts  per 
$100  of  total  net  sales,  in  stores  of 
different  size,  is  small,  and  that  the 
tendency  for  the  amounts  to  increase 
with  the  size  of  stores  is  uncertain. 
The  greatest  difference  from  the  av- 
erage for  any  group  of  stores  is  $1.50 
which  is  18.2  per  cent,  of  the  maxi- 
mum and  22.2  per  cent,  of  the  average. 
Most  of  the  group-averages  do  not 
vary  from  the  average  for  all  the 
stores  by  more  than  10  per  cent. 

Tables  55,  56,  and  57  show,  by 
years,  details  similar  to  those  grouped 
in  Table  54  for  the  three  years.  In 
Table  55,  which  shows  the  condition 
for  1919,  the  average  is  $6.24.  This  is 
$0.51  less  than  the  average  for  the 
three  years.  The  lowest  amount  is 
$4.96  and  the  highest  is  $7.55;  the 
extreme  difference  being  $2.59,  and 
the  highest  figure  representing  an  in- 
crease of  52.2  per  cent,  over  the  low- 
est, and  21.0  per  cent  over  the  average 
for  all  stores. 

For  1919  there  is  the  same  general 
uniformity  in  the   average  amounts 


TABLE  54 


TOTAL  NET  SALES,    TOTAL   AMOUNT   OF   AVERAGE   MONTHLY   OUTSTANDING 

ACCOUNTS   AND  AMOUNT   OP  AVERAGE   MONTHLY   OUTSTANDING   ACCOUNTS 

PER  $100  OF  TOTAL  NET  SALES  FOR  STORES  CLASSIFIED  BY  SIZE, 

1919,  1918,  AND  1914  COMBINED 


Stores  Reporting  on 
Outstanding 

Average  Monthly 
Accounts 

Ratio  Vfiiich  Amount  of  Out- 
standing Accounts  per  $100 
of  Total  Net  Sales  In  Stores 
of  Different  Size,    is  of  the 
Amount  for  All  Stores 

Per  Cent. 

Classified 

Total 
Net  Sales 
(In  OOO's) 

Number 

of 
Store- 
years 

Total 
Met  Sales 

Total  Aaount 

of 

Outstanding 

Accoijints 

Amount  of 
Outstanding 
Accounts 
per  §100 
of  Total 

Per 
Cent. 

Net  Sales 

P      30     60     90  1^0   1^0  1§0  210 

Total  (Average) 

755 

$70,118,398 

$4,731,964 

$6.75 

^^^^^^ 

100.0 

Under  $20 

39 

634,781 

48,631 

7.66 

113.5 

t20  to     t40 

189 

5,763,460 

370,191 

6.42 

^■■■■■l 

95.1 

$40  to     $60 

109 

8,416,900 

474,639 

5.64 

■■■■■i    ! 

83.5 

$60  to     $80 

100 

6,998,265 

480,313 

6.86 

wmmmm^m 

101.6 

$80  to  $100 

73 

6,575,204 

406,618 

6.18 

■■^■■h: 

91.5 

$100  to  $140 

78 

9,177,925 

716,505 

7.81 

115.7 

$140  to  $180 

37 

5,862,307 

342,037 

5.83 

i^BBHi  ; 

86.3 

♦180  to  $220 

19 

3,780,598 

259,242 

6.86 

^■■■■■1 

101.6 

|22d  to  $300 

19 

4,986,883 

285.751 

5.73 

■■■H^  ; 

84.8 

$300  to  $500 

20 

7,490,020 

618,427 

8.25 

122.2 

$500  and  Over 

12 

10,452,055 

729,610 

6.99 

1 

103.5 

Under  $40 

228 

6,398,241 

418,822 

6.54 

96.9 

$40  to     $80 

269 

15,415,165 

954,952 

6.19 

^^^^^^^^ 1 

91.7 

$80  to  $180 

188 

21,615,436 

1,465,160 

6.78 

^^K^m^ 

100.4 

$180  and  Over 

70 

26,689,556 

1,895,030 

7.09 

105.0 

of  monthly  outstanding  accounts  per 
$100  of  total  net  sales  that  was  noted 
in  Table  54  for  the  three  years  com- 
bined. One  dollar  above  or  below  the 
average  of  $6.24  will  include  practic- 
ally all  the  stores  as  averaged  in  the 
upper  part  of  the  table.  When  the 
stores  are  classified  into  wider  groups 
and  averaged,  none  of  the  groups  are 
less  than  the  average  by  more  than 
approximately  $1.00,  and  none  are 
higher  by  more  than  $0.50.  This  in- 
dicates a  remarkably  stable  condition 


Average  $6.75 

for  the  306  stores  included.  Of  course, 
if  the  ratios  for  individual  stores  were 
compared,  the  margin  of  difference 
would  be  wider.  In  this  case,  how- 
ever, this  seems  unnecessary.  The  av- 
erages for  the  groups  will  suffice.  The 
standard  of  $6.24  of  outstanding  ac- 
counts per  $100  of  total  net  sales 
seems  to  be  approached  with  surpris- 
ing uniformity. 

In  Table  56,  which  represents  the 
situation  for  1918,  the  average  is  $6.94 
or  $0.19  more  than  the  average  for 


S6 


TABLE  55 


TOTAL  NET  SALES,  TOTAL  AMOUNT  OF  AVERAGE  MONTHLY  OUTSTANDING 
ACCOUNTS,  AND  AMOUNT  OP  AVERAGE  MONTHLY  OUTSTANDING  ACCOUNTS 
PER   $100   OF    TOTAL   NET    SALES,    FOR    STORES    CLASSIFIED    BY    SIZE,    1919 


Stores  Reporting  on 
Outstanding 

Average  Mont'nly 
Accounts 

Ratio  Which  Amount  Of  Out- 
standing Accounts  per  $100 
of  Total  Net  Sales  in  Stores 
of  Different  Slse,  is  of  the 
Amount  for  All  Steres 

ter  Cent. 
30   60  90  120  150  180  210 

Classified 

Total 
Ket  Sales. 
(In  000' 8) 

Voriber 

•f 
Stores 

Total 
Ret  Sales 

Total  Amount 

of 

Outstanding 

Accounts 

Amount  of 
Outstanding 
Accounts 
per  $100 
of  Total 
Net  Sales  ( 

^er 

Cent. 

Total 
(Average) 

306 

$36,527,324 

$2,277,863 

$6.24 

— ^; 

100.0 

Dnder  $20 

1 

18,777 

3 

- 

,» 

$20  to  ^ 

41 

1,335,596 

78,696 

5.89 

■■iH^Hi: 

94.4 

$40  to  #60 

78 

3,799,130 

188,547 

4.96 

■I^IHB: 

95.5 

$60  to  $80 

44 

3,089,240 

167,110 

5.41 

■■■1^  : 

86.7 

$80  to  $100 

57 

3,347,767 

206,286 

6.16 

98.7 

$100  to  $140 

42 

5,046,183 

327,155 

6.48 

103.8 

$140  to  $180 

20 

3,167,702 

192,164 

6.07 

mi^mmm, 

97.2 

$180  to  $220 

10 

2,002,503 

119, 125 

5.95 

■■■■■1: 

95.3 

$220  to  $300 

13 

3,407,523 

175,150 

5.14 

^B^BB 

82.3 

$300  to  $500 

12 

4,448,162 

305,052 

6.86 

109.9 

$500  and  Over 

8 

6.864,741 

518,575 

7.55 

1 

121.0 

Under  $40 

42 

1,354,373 

78,699 

5.81 

93.1 

$40  to  $80 

122 

6,888,370 

355,657 

5.16 

l^^B 

82.7 

$80  to  $180 

99 

11,561,652 

725,605 

6.28 

100.6 

$180  and  Over 

43 

16,722,929 

1,117,902 

6.68 

107.0 

Less  than  one- tenth  per  cent.    Average  $6.24 


the  three  years,  and  $0.70  more  than 
the  average  for  1919.  Uniformity  of 
average  amounts,  per  $100  of  total 
net  sales,  characterizes  1918  as  it  did 
1919.  The  extremes  are  a  little  more 
pronounced  than  they  were  for  1919, 
but  these,  for  the  most  part,  are  re- 
stricted to  the  groups  in  which  rela- 
tively few  stores  are  reported.  When 
the  stores  are  shown  in  detailed 
groups,  there  is  little  evidence  of  any 
tendency  for  the  amounts  to  increase 
with  the  size  of  the  store;  but  when 


they  are  classified  into  wider  groups, 
the  tendency  which  was  suggested  for 
1919  shows  up  more  clearly.  There  is 
a  gradual  and  consistent  increase  from 
$5.83  for  the  smallest  stores  to  $8.25 
for  those  with  sales  of  $180,000  and 
over. 

The  data  for  1914  shown  in  Table 
57  are  not  so  satisfactory  for  compar- 
ing the  various  groups  of  stores,  one 
with  another,  nor  for  observing  the 
trend  of  the  amounts  over  the  entire 
range  of  sizes.  This  is  attributable  in 


. 


part,  no  doubt,  to  the  fact  that  there 
are  fewer  stores  reporting  for  this 
year,  and  that  the  data  given  are  less 
complete  and  accurate.  The  average 
for  all  stores,  $8.15,  is  17.4  per  cent, 
more  than  the  average  for  1918,  and 
80.6  per  cent,  more  than  that  for  1919. 
This  fact  is  in  keeping  with  what 
would  be  expected  for  this  year  in 
view  of  the  disturbed  industrial  con- 
ditions obtaining  during  the  first  year 
of  the  war.  What  is  not  so  clear,  how- 
ever, is  the  erratic  way  in  which  the 
averages  are  arranged  for  the  stores 


of  different  size.  This,  however,  part- 
ly clears  up  if  the  stores  having  sales 
of  $180,000  and  over  are  omitted  from 
consideration.  "When  the  stores  are 
classified  as  in  the  lower  part  of  the 
table,  and  the  largest  group  is  omitted, 
regularity  of  increase  from  the  small 
to  the  large  stores  is  observed  even  in 
this  year.  It  would  be  necessary,  in 
order  to  develop  a  standard  for  the 
larger  stores,  to  have  more  instances, 
but  for  the  smaller  ones  a  sufficient 
number  of  instances  seems  to  have 
been  included  for  this  purpose. 


TABLE  56 

TOTAL  NET  SALES,  TOTAL  AMOUNT  OP  AVERAGE  MONTHLY  OUTSTANDING 
ACCOUNTS,  AND  AMOUNT  OF  AVERAGE  MONTHLY  OUTSTANDING  ACCOUNTS 
PER    $100    OP    TOTAL   NET    SALES    POR    STORES    CLASSIPIED    BY    SIZE,    1918 


Stores  Reporting  on 
Outstanding 

Average  Monthly 
Accounts 

Ratio  V/hich  Amount  of  Out- 
standing Accoiints  per  $100 
of  Total  Net  Sales  in  Stores 
of  Different  Size,  is  of  the 
Ainovmt  for  All  Stores 

Per  Cent. 
30  6p  9.0  120  150  IBO  210 

Claaslfled 

Total 
Met  Sai«8 
(in  000' a) 

Nuniber 

of 
Stores 

Total 
Net  Salea 

Total  Amount 

of 

Outstanding 

Aeooun^a 

Amount  of 
Outstanding 
Accounts 
per  $100 
of  Total 
Net  Sales  ( 

Per 
Cent. 

Total 
(Average) 

277 

$23,404,061 

$1,623,894 

$6.94 

1 

100.0 

Under  #20 

12 

191,924 

12,925 

6.73 

96.9 

$20  to  $40 

86 

2,609,553 

150, 325 

5.76 

MHHMi  • 

83.0 

$40  to  $60 

56 

2,884,537 

154,291 

5.35 

MMHIM   1 

77.1 

$60  to  $80 

41 

2,910,261 

811,249 

7.26 

104.6 

$80  to  $100 

24 

2,150,235 

121,216 

5.64 

■■■■^H 

81.2 

$100  to  $140 

25 

2,885,102 

213,308 

7.39 

^^^mmJf 

106.5 

$140  to  $180 
$180  to  $220 
$220  to  $300 
$300  to  $500 
$500  and  Over 

12 

1,906,556 
1,197,338 
1,579,360 
2,279,984 
2,809,211 

111,458 
101,074 
110,601 
287  325 

5.84 
8.44 
7.00 
12.60 
5.34 

—  1 

84.1 
121.6 
100.8 
181.5 

76.9 

6 
6 

^^ 

3 

150,122 

««_  i 

Under  $40 

98 

2,801,477 

163,250 

5.83 

^^Bl.  i 

84.0 

$40  to  $80 

97 

5,794,798 

365, 540 

6.S1 

^^^^; 

90.9 

$80  to  $180 

61 

6,941,893 

445,982 

6.42 

^^^^; 

92.5 

$180  emd  Over 

21 

7,865,893 

649,122 

8.25 

118.8 

Average  $6.94 
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In  summary^  therefore,  this  part  of 
the  discussion  may  be  stated  as  fol- 
lows: first,  in  the  matter  of  average 
monthly  outstanding  accounts  per 
$100  of  total  net  sales,  the  amounts 
decrease  noticeably  from  1914  to  1919, 
when  all  stores  are  considered ;  second, 
so  far  as  the  size  of  stores  is  concerned, 
the  amount  of  outstanding  accounts 
per  unit  of  sales  is  not  widely  differ- 


ent for  stores  of  approximately  tne 
same  size,  but  tends  to  increase  with 
size  when  wider  differences  are  com- 
pared; third,  from  these  data,  a  mer- 
chant may  derive  a  standard  which 
will  indicate  whether  he  is  operating 
within  a  reasonable  margin  of  differ- 
ence from  the  customary  average  prac- 
tice for  his  type  and  size  of  store. 


TABLE  57 

TOTAL  NET  SALES,  TOTAL  AMOUNT  OP  AVERAGE  MONTHLY  OUTSTANDING 
ACCOUNTS,  AND  AMOUNT  OF  AVERAGE  MONTHLY  OUTSTANDING  ACCOUNTS 
PER    $100    OP    TOTAL   NET    SALES    FOR    STORES    CLASSIFIED    BY    SIZE,    1914 


Stotes  Reporting  on  Average  Monthly 
Outstanding  Accounts 

Ratio  iJhich  Amount  of  Out- 
_  standing  Accounts  per  $100 
of  Total  Net  Sales  in  Storei 
of  Different  Size,  is  of  the 
Amount  for  All  Stores 

fw  Cent. 
>   90  60  90  120  150  180  SIO 

Classified 

total 
Het  Sales 
(in  OOO's) 

Number 

of 
Stores 

Total 
Net  Sales 

Total  Amount 

of 

Outstanding 

Accounts 

•Amount  of 
Outstanding 
Accounts 
per  $100 
of  Total 
Net  Sales  ( 

Per 
ceat. 

Jotal 
(Average ) 

172 

$10,187,013 

$830,207 

$8.15 

I 

100.0 

Under  $20 

$20  to  440 

$40  to  $60 

$60  to  $80 

$80  to  $100 

$100  to  $140 

|140  to  $18a 

$180  to  $220 

$220  to  $300 

$500  to  $500 

$500  and  Over 

26 

€2 

35 

15 

12 

11 

5 

3 

• 

2 

1 

424,080 
1,818,311 
1,733,233 

998,764 
1,077,202 
1,346,640 

788,049 

580,757 

761,874 
758,103 

35,703 
141,170 
131,801 
101,954 

79,116 
176,042 

38,415 

59,043 

26,050 
60,913 

8.42 
7.76 
7.60 

10.21 
7.34 

14.20 
4.87 
6.72 

5.42 

8.03 

103.5 
95. 8 
95.8 

12S.8 
90.0 

174.2 
SO  .7 
88.« 

• 
48.0 
08.8 

• 

• 

mm 

• 

Under  $40 
$40  to   $80 
$80  to  $180 

$180  and  Over 

88 

50 

28 

6 

2,242,391 
2,731,997 
3,111,891 
2,100,734 

176,873 
233,755 
293,573 
126,006 

7.89 
8.55 
9.43 
6.00 

96.8 
104.9 
115.7 

75.6 

Average  $8.15 
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TABLE  58 


NUMBER  OP   STORES   REPORTING    CLASSIFIED   AMOUNTS    OP   AVERAGE  MONTHLY 
OUTSTANDING   ACCOUNTS  PER   $100   OP   TOTAL   NET   SALES,   BY   SIZE   OP  STORE, 

1919,  1918,  AND  1914 


ta^ym   of  Store*  Roportlng  Olaaslflxl  Amounts  of  A7<irag«  Uonthly  Outstanding  Aooount* 
*^   ^   per  $100  Of  Total  N«t  S.lB. 

CUatiri«4 

Tot«l  (A»»rag«) 

1919 

1918 

19U 

Total 
Store- 
yow. 

^.r 

s 

$4 

$6 

$10 

♦J3 
OTor 

Tot»l 

^r 

% 

H 

fo 
$8 

1 

Ot«p 

Total 

-"• 

g 

g 

$6 

$8 

$lS 

Oror 

total 

n- 

$2 
$4 

$4 

1 

$10 

Orar 

»ot»l 

765 

146 

129 

144 

121 

86 

129 

506 

63 

56 

64 

63 

37 

S3 

877 

65 

43 

67 

47 

31 

44 

172 

28 

30 

23 

21 

18 

68 

WdM- $S0 
$20  to  $40 
|40  to  $60 

•60  to  teo 
•aato^ioo 

•100  to  $140 
$140  to  $180 
$180  to  $280 
$280  to  $500 
$300  to  $800 
$600  mi   OT«r 

59 
189 
169 
100 
75 
78 
57 
1» 
It 
80 
12 

18 
64 
40 
17 
10 
9 
3 

8 
8 

1 

4 
31 

: 

16 
15 

4 
28 
51 
81 

w 

17 
10 
8 
4 
6 
3 

7 
21 
86 
17 
10 
18 
• 
8 
6 

a 

2 

2 
19 
80 
9 
7 
10 
8 
$ 
B 
5 
5 

10 
40 
88 

18 
18 
17 
5 

1 

8 

1 

1 
41 
78 
44 
37 
48 
80 
10 
13 
18 

8 

1 
IS 
81 
11 

6 
14 

16 
11 

4 
10 

7 
U 

12 
86 
66 
41 
84 
25 
12 
6 
6 
6 
5 

5 

85 
13 

2 
14 
10 

6 

6 
1 
8 

1 

1 

1 
15 
18 

10 

8 
IS 

86 
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35 
IS 
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• 
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8 

1 

8 
12 

2 
11 
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a 

SO 

3. — NUMBER  OP  STORES  CLASSIFIED  BY 
SIZE  WHICH  REPORTED  DIFFERENT 
AMOUNTS  OF  AVERAGE  MONTHLY 
OUTSTANDING  ACCOUNTS  PER  $100 
OP  TOTAL  NET  SALES  FOR  1919, 
1918,  AND  1914. 

Table  58  shows  for  the  three  years 
as  a  total,  and  for  each  of  the  years 
1919,  1918,  and  1914,  separately,  the 
number  of  stores  of  each  size  which 
reported  different  amounts  of  out- 
standing accounts  per  $100  of  total 
net  sales.  This  table  is  constructed 
to  support  the  averages  given  above 
for  all  stores  and  for  those  of  differ- 
ent size.  Such  supporting  data  are 
necessary  respecting  these  averages 
because  of  the  fact  that  the  number 
of  stores  is  not  concentrated  at  one 
particular  amount,  but  is  distributed 


with  approximate  uniformity  over 
the  entire  range  from  less  than  $2.00 
to  $10.00  and  over.  Averages,  under 
such  conditions,  do  not  carry  the  same 
weight  as  they  do  when  the  numbers 
are  closely  concentrated  within  nar- 
row limits.  The  preceding  discus- 
sion, relating  to  Tables  55  to  57,  in- 
clusive, should  be  read  with  this  in 
view. 

The  distribution  of  the  stores,  ac- 
cording to  amounts  of  outstanding  ac- 
counts per  $100  of  total  net  sales, 
when  combined  for  the  three  years,  is 
set  out  in  Chart  25.  The  comments 
on  Table  58  are  equally  pertinent 
here.  A  graphic  summary  of  this  type 
serves  to  make  more  readily  under- 
stood the  details  upon  which  the  aver- 
ages shown  in  the  preceding  tables 
are  based. 
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CHART  25 

NUMBER  AND  PER  CENT.  OF  STORES  REPORTING  SPECIFIED  AMOUNTS  OF  AVERAGE 

MONTHLY  OUTSTANDING  ACCOUNTS  PER  $100  OF  TOTAL  NET  SALES  FOB  1919, 

1918,  AND  1914  COMBINED  AND  FOR  THESE  YEARS  SEPARATELY 


Mr  |loo  of 
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Cent. 
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Ootitandlng 

Total  let  Salea 

f     V    8P 

JP 

eo.e 
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16.6 
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AVERAGE  AMOUNT  OF  SALES  PER  FULL-TIME  SALES-PERSON, 
AND  AVERAGE  NUMBER  OF  FULL-TIME  SALES- 
PEOPLE PER  STORE 


1. — AVERAGE  AMOUNT  OP  SALES  PER 
FULL-TIME  SALES-PERSON  FOR  ALL 
STORES,  1919,  1918,  AND  1914. 

Considerable  data  are  available  for 
measuring  the  average  sales  per  full- 
time  salesman  for  the  years  1919, 
1918,  and  1914.  The  questionnaire 
asked  that  the  number  of  full-time 
sales-people  be  reported  for  each 
month  of  the  above  years  and  inform- 
ants were  requested  to  reduce  their 
part-time  sales  force  to  a  full-time 
basis  and  to  add  them  to  their  regu- 
lar force.  For  1919,  380  stores  with 
2,133.1  full-time  sales-people,  and 
total  net  sales  of  $42,618,601  reported. 
The  amount  of  sales  per  full-time 
sales-person,  therefore,  was  $19,980. 
The  corresponding  figures  for  1918, 
are  as  follows:  350  stores,  1,831.3  full- 


time  sales-people,  $27,803,234  total 
net  sales,  and  $15,182  sales  for 
each  sales-person.  For  1914,  the 
amounts  were  244  stores,  1,187.1  full- 
time  sales-people,  $13,187,043  total 
net  sales,  and  $11,109  sales  per  full- 
time  sales-person.  These  facts  are 
given  in  Table  59  and  accompanying 
graphic  summary.  The  increase  from 
year  to  year  immediately  challenges 
the  attention. 

But  the  sales  per  full-time  sales- 
person are  averages,  no  distinction  be- 
ing made  for  stores  of  different  size. 
As  such  they  express  the  condition 
only  in  a  general  sense,  and  alone  may 
be  actually  misleading.  Further  an- 
alysis is  needed.  In  Part  III  it  was 
shown  conclusively  that  the  reporting 
stores  were  small,  and  that  the  ma- 
jority were  located  in  cities  with  pop- 


TABLE  59 

TOTAL    FULL-TIME  SALES-PEOPLE  AND  AVERAGE  NUMBER  PER  STORE,  TOGETHER 
WITH   TOTAL   NET    SALES   AND    SALES   PER    FULL- 
TIME S.VLES-PERSON,  BY  YEARS 


Het  Sales 

Years 

jjuinber 

of 
Stores 

.Hmriber 

of  • 

Pull-time 

Sales-people 

Average 

Uuinber  of 

Pull-time 

Sales-people 

Per  Store 

Total 

Per  Full-time  Sales- 

person 

Amount                Graphic 

POP 

Per  Crat. 
p      80      ep     97      1^ 

u 

Ceht. 
<0 

Total 
(Average) 

974 

5,151.5. 

5.3 

$83,608,878 

$16,230 

100.0 

1919. 

380 

2,133.1 

5.6 

42,618,601 

19,980 

123.1. 

1918 

350 

1,831.3 

5.2 

27,803,234 

15,182 

93.6 

1914 

244 

1,187.1 

4.9 

13,187,043 

11,109 

68.5 

AverH*  *16.2»> 
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TABLE  60 

NUMBER  OP  FULL-TIME  SALES-PEOPLE,  TOTAL  NET  SALES,  AND  NET  SALES  PER 
PULL-TIME    SALES-PERSON    IN    STORES    CLASSIPIED    BY    SIZE,    1919,    1918,    AND 

1914,    COMBINED 


Classified 
Total  Net 

Sales 
(In  000*8) 


of 
Store- 
years 


VvatoKP' 
of 
Full-tine 
Sales-people 


Average 
.  Ihuiiber  of 

Pull-time 
Sales-people 

Fe9  Store 


Total 


fer  Pall-tljne  Sales-person 


Oraphio     I 
Per  Cent.     '  ^Jf^ 

ap  ep  90  igo  150 


Total 
(Average  > 


974 


5,151.5 


5.S 


$83,508,870 


$16,230 


Under  $20 

^0  to  $40 

$40  to  #60 

|60  to  $80 

$80  to  $100 

$100  to  $140 

$140  to  $180 

$180  to  $220 

$220  to  $300 

$300  to  $500 

$500  and  Over 


63 

255 

223 

143 

81 

100 

42 

22 

22 

21 

12 


103.4 
669.1 
800.7 
676.6 
454.0 
664.5 
357.4 
223.6 
290.0 
431.2 
481.0 


2.0 
2.6 
S.6 
4.7 

5.6 
6.6 
8.5 

10.2 
13.2 
20.5 
40.1 


867,472 
7,727,504 

10,999,135 
.9,904,005 
7,294,873 

11,768,648 
6,683,484 
4,361,542 
5,784,442 
7,785,718 

10,432,055 


100.0 

51.7 

71,8 

84.6 

90.tf 

99.0 

109.1, 

115.2 

120.8 

122.9 

1U.3 

133.7 


Illation,  in  1920,  of  less  than  40,000. 
It  was  also  shown  that  the  larger 
stores  were  more  commonly  found  in 
large  cities.  Ignoring  for  the  purpose 
of  this  analysis  the  size  of  the  cities 
in  which  the  stores  are  located  and 
classifying  them  by  total  net  sales, 
the  average  amount  of  sales  per  sales- 
person is  shown  in  Table  60.  There 
is  a  fairly  definite  and,  except  for  one 
store-group,  a  consistent  increase  in 
the  amount  of  goods  sold  per  full-time 
sales-person  as  the  stores  increase  in 
size.  The  graphic  part  of  the  table 
shows  for  each  store-group  the  propor- 
tion which  the  amount  sold  is  of  the 
average  for  all  stores.     That  is,  the 


Average  $16,230 


average  is  expressed  as  100.0  per  cent, 
and  each  store-group  is  shown  as  a 
ratio  of  this  amount. 

A  further  word  of  comment  on 
Table  60,  in  relation  to  averages  may 
not  be  without  place  here.  Similar 
observations  apply  to  Tables  61,  62, 
and  63,  but  the  reader  is  left  to  make 
them  for  himself. 

The  average  for  the  three  years,  for 
stores  of  all  sizes,  is  $16,230.  This 
amount,  however,  is  practically  twice 
as  large  as  that  in  stores  with  total 
net  sales  under  $20,000,  and  more 
than  $5,000  less  than  the  amount 
for  the  stores  with  total  net  sales  of 
$500,000  and  over.     Solely  to  speak 
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of  an  average  for  all  stores  is,  there- 
fore, to  speak  in  general  terms.  More- 
over, the  stores  which  are  combined 
in  the  various  groups  have  widely 
different  amounts  of  sales  per  full- 
time  sales-person.  This  phase  of  the 
topic  is  discussed  later.  It  is  men- 
tioned here  solely  for  the  purpose  of 
calling  attention  to  the  danger  into 
which  one  might  be  led  by  observing 
averages  only  and  ignoring  the  differ- 
ences from  them. 

Facts  and  relations  corresponding 
to  those  in  Table  60  are  shown  in 
Tables  61,  62,  and  63  for  1919,  1918, 
and  1914,  respectively.  It  should  be 
noted  that  these  tables  give  the  aver- 
ages for  stores  of  different  size,  and 
should,  therefore,  be  regarded  as  sup- 


plementing the  general  averages 
found  in  Table  59. 

The  amount  of  sales  per  full-time 
sales-person  for  the  three  years  com- 
bined, as  shown  in  Table  60,  is  solely 
an  average.  This  is  equally  true  for 
the  amounts  for  1919,  1918,  and  1914, 
shown  in  Tables  61  to  63,  inclusive. 
It  is  interesting  to  know  how  repre- 
sentative are  these  amounts  for  the 
stores  treated  as  a  total  and  by  differ- 
ent size  for  each  period. 

For  the  three  years  combined,  $16, 
230  was  the  average  amount  for  974 
store-years.  But  amounts  as  small  as 
$4,000  and  as  large  as  $48,000  were 
reported.  The  most  common  amount 
was  between  $10,000  and  $12,000,  137 
stores  reporting  such  a  figure.     Sim- 


TABLE  61 

TOTAL  PULL-TIME  SALES-PEOPLE  AND  AVERAGE  NUMBER  PER  STORE,   TOGETHER 
WITH   TOTAL   NET    SALES   AND   SALES   PER  FULL-TIME   SALES-PERSON,    1919 


Average 

Nuiriber 

of 

Pull-tlme 

Sales-people 

Net  Sales 

Classified 

Total 
Net  Sales 
(In  OOO's) 

Number 

of 
St ore - 
years 

Ntoriber 

of 

Pull-tine 

Sales-people 

Total 

Per  Pull-time  Sales-person 

Orapblc 

per  Store 

Amount 

Per 

Per  Cent. 
0      3p     60     90     1^0   1 

Cont. 
50 

Total   (Average) 

380 

2,153.1 

5.6 

$42,618,601 

;;19,980 

■■■■■M 

100.0 

i 

2 

2.9 

1.5 

36,777 

Undor  :fc20 

12,682 

^^^^* 

63.5 

$20  to     ^0 

56 

116.2 

2.1 

1,764,478 

15,317 

■■HHB     1 

76.7 

$40  to     $60 

90 

262.2 

2.9 

4,440,839 

16,937 

m^mm^  : 

84.8 

$60  to     08O 

63 
41 

249.0 
202 .7 

4.0 
4.9 

4,386,445 
3,715,654 

17,616 

^^^^^^m  1 

88.2 

$80  to  '^-lOO 

18,330 

^^^^^^: 

91.8 

$100  to  $140 

56 

339.1 

6.1 

6,713,401 

19,798 

99.1 

$140  to  $180 

23 
14 

•175.1 
115.2 

7.6 
8.1 

3,667,666 
2,773,912 

20,946 

104.8 

$180  to  $220 

24,505 

122.7 

$220  to  *300 

15 

175.0 

11.7 

3,910,928 

22>348 

111.9 

$300  to  $500 

12 

207.4 

17.3 

4,343,860 

20,944 

104.8 

$500  and  Over 

8 

291.3 

36.4 

6,864,741 

23,566 

118.0 

Average  $19»980 
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TABLE  62 

TOTAL  FULL-TIME  SALES-PEOPLE  AND  AVERAGE  NUMBER  PER  STORE,  TOGETHER 
WITH  TOTAL  NET  SALES  AND  SALES  PER  FULL- 
TIME SALES-PERSON,  1918 


Classified 

Total 
Net  Sales 
(In  OOP's) 


ITuiriber 

of 
St ore - 
years 


Number 

of 

Pull-tlme 

Sales-people 


Average 

Huraber 

of 

Pull-tlme 

Sales-people 

per  Store 


Bet  Sales 


Total 


Per  Full-time  Sales-person 


Graphic 
Amoimt   '     Per  Cent. 

0   30  60  90  120  150' 


Per 

Cent, 


Total  (Average) 


350 


1831.3 


5.2 


<^27,803,234   $15,182 


Under  ^20 

$20  to  UO 

^0  to  ^0 

$60  to  $80 

$80  to  $100 

$100  to  $140 

$140  to  $180 

$180  to  $220 

$220  to  $300 

$300  to  $500 

$500  and  Over 


18 
101 
79  \ 
59 
26 
32 
15 

5 

7 

7 

5 


35.1 
246.5 
291^5- 
288.9 
156.0 
226.0 
105'.  5 

60.5 
115.0 
167.1 
139.2 


1.9 
2.4 
5.7 
4.9 
6.0 
7.1 
8.1 
12.1 
16.4 
23.7 
46.4. 


301,103 

8,578 

3,077,098 

12,483 

3,875,787 

13,289 

4,099,260 

14,189 

2,322,368 

14,887 

3,704,267 

16,391 

2,055,769 

19,486 

1,006,873 

16,643' 

1,873,514 

16,291 

2,679,984 

16,038 

2,809,211 

20,181- 

100.0 


87.6 
93.5 
98.1 
108.0 
128.4 
109.7 
107.5 
105.7 
133.0 


Average  $15,182 


TABLE  63 

TOTAL  FULL-TIME  SALES-PEOPLE  AND  AVERAGE  NUMBER  PER  STORE,   TOGETHER 
WITH   TOTAL  NET   SALES   AND  SALES  PER  FULL-TIME   SALES-PERSON,    1914 


number 

of 
Store- 
TBars 

Btariber 

of 

Pull-tlme 

Sales-people 

Average 

mtnber 

of 

Pull-tlme 

Sales-people 

per  Store 

Set  Sales 

Classified 

Total 
Ket  Sales 

Per  Pull-time  Sales-person 

(la  OOO's) 

Graphic 

Total 

Amount      ^®r  Cent.       per 
0   30  6.0  90  120  150  cent. 

Total  (Average) 

244 

1,187.1 

4.9 

$13,187,043 

$11,109 

• 

100.0 

Under  $20 

33 

66.4 

2.0 

529,592 

8,098 

72.9 

$20  to  $40 

98 

507.4 

5.1 

2,885,928 

9,388 

mamm^  : 

84.5 

$40  to  $60 

54 

247,0 

4.6 

2,684,509 

10,868 

97.8 

$60  to-  $80 

21 

138.7 

6.6 

1,418,300 

10,226 

^m^^^l 

92.1 

$80  to  $100 

14 

95.3 

6.8 

1,256,951 

13,190 

118.8 

i$100  to.$140 

12 

69.4 

8.3 

1,350,980 

13,591 

122.4 

$140. to  $180 

6 

76.8 

12.8 

060,049 

12,501. 

112.6 

$180  to  $220 

S 

49.9 

16.6 

580,757 

11,658 

^mmmt^ 

104.8 

$220  to  $300 

- 

- 

» 

■- 

- 

j 

- 

$300  to  $500 

2 

56.7 

28.4 

761,874 

13,437 

121.0 

$500  and  Over 

1 

50.5 

50.5 

758,103 

15,012 

135.2 

94f 


Average  $11,109 


ilarly,  in  1919,  the  average  amount 
was  $19,980,  but  amounts  as  small  as 
$4,000  to  $6,000,  and  as  large  as  $48,- 
000  were  also  reported.  The  most 
common  amount  was  between  $24,000 
and  $32,000,  60  stores  giving  this 
figure.  In  1918,  the  average  was  $15,- 
182,  and  the  most  common  amount 
$10,000      to      $12,000.       Sixty-three 


stores  gave  this  figure.  The  ex- 
tremes, however,  were  quite  as  large 
in  this  year  as  in  1919.  In  1914,  $11,- 
109  was  the  average  amount  for  244 
stores,  but  51  stores  reported  each  of 
the  amounts  $8,000  to  $10,000  and 
$10,000  to  $12,000.  These  were  the 
most  common  for  the  entire  group. 
With  the  variations  so  wide  some 


TABLE  64 

NUMBER  AND  PER  CENT.  OF  STORES,  BY  YEARS  AND  BY  SIZE,   REPORTING 

AVERAGE  AMOUNTS  OF  TOTAL  NET  SALES  PER  FULL-TIME   SALES-PERSON 

UNDER  $16,000,  AND  $16,000  AND  OVER 


Classified 

Total 
Ket  Sales 
(In  OOO'a) 

Average 

Sales 

per 

Soles-person 

Stores  with  Average  Sales  per  Sales-person 

Number 

QrapblA 

ter  Cent. 

•yews 

Total 

Under 
$16,000 

$16,000 
and 
Over 

Under    $16,000 
$16,000   and  Over 
1 1     ■■i     Under 

:   -  ^^     $16,000 

Per  Cent.      * 
3   20   40  60  80  100 

Over 

Total  (Average) 

$16,230 

974 

540 

434 

85.4 

44.6 

IftVier  $40 
-$40  to  $80 
$80  to  $180 

$160  and  Over 

11,126 
14,180 
17,445 
19,893 

308 
366 

77 

219 

226 

77 

18 

69 
140 
146 

69 

71.1 
61.7 
84.5 
23.4 

28.9 

Total 
(Average ) 

88.S 

65.S 

76.6 

Total  (Average) 

19,980 

380 

123 

258 

32.1 

67.9 

Under  $40 
§40  to  $80 
$80  to  $160 

$180  and  Over 

15,253 
17,268 
19,669 
28,739 

68 

153 

120 

49 

27 

68 

21 

6 

51 
85 
99 
43 

46.6 
44.4 
17.5 
12.2 

58.4 

1919 

66.6 

82.5 
87.8 

Total  (Average) 

15, 182  , 

350 

220 

130 

62.9 

87.1 

Dbder  $40 
$40  to  $80 
$80  to  $180 

$180  and  Over 

11,996 
13,737 
16,579 
17,371 

119 

138 

71 

22 

84 
94 
S4 

8 

35 
44 

87 
24 

70.6 
68.1 
47.9 
36.4 

29.4 

1918 

31.9 

52.1 

63.6 

Totea  (Average) 

11,109 

244 

198 

46 

81.1 

18,9 

Under  $40 
$40  to  $80 
$80  to  $180 

$180  and  Over 

9,162 
19,637 
13,142 
13,872 

131 

75 

32 

6 

108 

64 

22 

4 

23 

11 

10 

2 

82.4 
85.3 
68.8 
66.7 

17.6 

1914 

14.7 

51.2 

33.3 

95 


further  analysis  is  necessary  adequate- 
ly to  describe  the  conditions.  A 
complete  statement  cannot  be  made 
without  going  beyond  the  confines  of 
this  Bulletin,  but  some  notion  of  the 
variation  may  be  had  from  Table  64. 
In  this  table  the  proportion  of  the 
stores,  for  each  of  the  years  which 
reported  **less  than''  and  **more 
than"  specified  amounts,  is  set  out 
both  in  actual  amounts  and  graphic 
form. 

2. — AVERAGE  AMOUNTS  OF  SALES  PER 
FULL-TIME  SALES-PERSON  IN  IDEN- 
TICAL STORES,  1919,1918,  AND  1914. 

For  the  three  years  included  in  this 
study,  241  identical  stores  reported 


the  average  number  of  their  full-time 
sales-people  and  their  total  net  sales. 
A  comparison  is,  therefore,  available 
for  the  average  sales  per  full-time 
sales-person.  The  total  sales  of  these 
stores  increased  from  $13,045,824  in 
1914  to  $20,703,651  in  1918,  and  to 
$29,643,293  in  1919.  This  was  an  in- 
crease for  1918  over  1914  of  58.7  per 
cent.,  and  for  1919  over  1914  of  127.2 
per  cent.  The  average  number  of 
full-time  sales-people,  however,  in- 
creased from  4.9  in  1914,  to  5.6  in 
1918,  and  6.0  in  1919,  while  the  aver- 
age sales  per  sales-person  increased 
from  $11,109  in  1914  to  $15,454  in 
1918,  and  to  $20,458  in  1919.  This  was 
an  increase  in  the  latter  amount  of 


TABLE  65 

NUMBER  OF  FULL-TIME  SALES-PEOPLE,  TOTAL  NET  SALES,  AND  SALES  PER 
FULL-TIME  SALES-PERSON  FOR  241  IDENTICAIj  STORES,  BY  YEARS 


PiAll-time  Salespeople 

Net 

Sales 

Years 

Total 

Average 
Store 

Total 
Anoxint 

Per  Pull-time  Sales-person 

Actual 

*? 

Graphic 
(Amounts  In  000* s) 

$5       $10       $1.5       $20 

Total 
(Average) 

3,963.0 

5.5 

$63,592,768 

$15,996      1 

• 

1,449.0 
1,339.7 
1,174.3 

6.0 
5.6 
4.9 

29,643,293 
20,703,651 
13,045,824 

1919 
1018 
1914 

11,109     ■■^■■B 

Average  $15,996 

96 


39.1  per  cent,  for  1918  over  1914,  and 

84.2  per  cent,  for  1919  over  1914. 
These  and  other  facts  are  set  out  in 
Table  65  and  the  accompanying  graph- 
ic summary. 

3. — AVERAGE  NUMBER  OF  PULL-TIME 
SALES-PEOPLE  PER  STORE,  1919, 
1918,  AND   1914. 

It  may  be  of  interest,  in  connection 


with  the  subject  of  sales,  briefly  to 
indicate  the  average  and  most  com- 
mon number  of  full-time  sales-people 
found  in  stores  of  different  size.  In 
Table  66 ,  these  facts  are  presented  for 
the  stores  for  which  the  average  sales 
per  sales-person  were  given  in  Tables 
60  to  63,  inclusive.  The  form  of  pre- 
sentation  follows  that   of  Table    64. 


TABLE  66 

NUMBER  AND  PER  CENT.  OF  STORES  BY  YEARS  AND  BY  SIZE,  REPORTING  AVERAGE 
NUMBER  OF  PULL-TIME  SALES-PEOPLE  PER  STORE  UNDER  5  AND  5  AND  OVER 


ClMBlfled 

Total 
Net  Sales 
(in  OOO'b) 

Number 

of 

Poll-time 

Sales-people 

per  Store 

Stores  R^rtlBg  Av^age  Number  of  Pull-tlme  Sales-people 

years 

iMber 

OpapMe 
under  5  5  and  Ov»p 

Per  Cent. 
2p  4.0  6p  80  1 

Per  Cent. 

Total 

Utider 
5 

5  and 

over 

Uiider 
30     5 

5  and 
Over 

Total  (Average) 

5.3 

974 

608 

366 

62.4 

Under  $40 
§40  to  $80 

$80  to  $ieo 

$1180  and  Over 

2.5 

4.0 

6.6- 

18.5 

308 

366 

.225 

77 

292 

259 

55 

2 

16 
107 
168 

75 

94.8 

70.8 

24.7 

2.6 

Total  - 

29*2 

(Average) 

- 

97.4 

Total  (Average) 

'5.6 

380 

229 

151 

60.3 

39.7 

Under  $40 
$40  to  $80 
$80  to  $180 

$180  and  Over 

2.0 

S.S 

6.0 

16.1 

58 
153 
120 

49 

57 

130 

40 

2 

1 
23 
80 
47 

98.3 
85.0 
33.3 

4.1 

1.7 

15.0 

1S19 

95.9 

Total  (Average) 

5.2 

*  350 

226 

124 

64.6 

Under  $40 
$40  to  $80 
$80  to  $180 

$180  and  Over 

2.4 
4.g 

6.9 
21.9 

U9 
138 
71 
22 

lis 

98 
13 

4 
40 
58 
22 

96.6 
71.0 
18.3 

29.0 

1918 

81.7 
100.0 

Total  (Average) 

4.9 

244 

153 

91 

62.7 

57.5 

Under  $40 
$40  to  $80 
$80  to  $180 

UQO  and  Ovep 

2.9 

5.1 

8.5 

26.2 

131 

76 

32 

6 

120 
31 
.2 

m 

11 

44 

30 

6 

91.6 

41.5 

6,2 

1914 

93.8 
100.0 
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XL    CONCLUSION 


THE  study  with  which  this 
Bulletin  deals,  and  of  which 
it  is  a  part,  was  undertaken 
primarily  for  the  benefit  of 
retail  clothiers,  with  the  belief  that  it 
is  possible  to  express  in  the  form  of 
standards  the  practices  which  obtain 
in  the  retail  clothing  trade.  No  at- 
tempt as  such  is  made  to  prescribe 
standards,  but  rather  to  state,  where 


possible,  those  which  characterize  the 
trade  under  essentially  homogeneous 
conditions,  thereby  making  it  possible 
for  merchants  to  test  their  own  ex- 
periences and  practices  in  terms  of 
those  which  prevail.  It  is  hoped  that 
merchants  into  whose  hands  this  and 
the  other  studies  which  are  to  follow  it 
come,  will  use  it  for  this  purpose. 
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